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he First Page of the Home’s Minute 


Book records eleven agents appointed. An 
early endorsement of the American Agency 


System by THE HOME OF NEW YORK. 





























“AMERICA FORE” 


New York 
CuIcaGco SAN FRANCISCO MonTREAL 





“AMERICA FORE” 


Business Building 


Imagination in business. Vision. 
Foresight. Call it what you will, it is that 
progressive quality so necessary to successful 
enterprise and without which business may 


falter and fail. 


There isa need at all times for imagin 
ation in the insurance business. Constant 
constructive building in all its departments 
is necessary. Problems local and national 
call for concerted effort to overcome obstacles 


detrimental te healthy growth. 


The separate companies of the‘‘America 
Fore’? Group, reiterating their allegiance 
to the American Agency System, commend 
the progressive spirit which caused the 
theme of the Annual Convention of Local 


Insurance Agents to be ‘‘Business Building.”’ 


AMERICAN EAGLE FIDELITY-PHENIX 
Jhe CONTINENTAL FIRST AMERICAN 


FIRE INSURANCE COMPANIES 
Eighty Maiden Lane, New York.NY. 


ERNEST STURM,Chairman of the Boards 
PAUL L.HAID,President 


DALLAs 
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Business Development Theme Gives Meeting 


New Educational Note Aimed to Help Every 
Local Agent Expand His Annual Premium Income 


STATE BODIES ASKED TO CLEAR AGENCIES OF COMPANIES ALREADY UNDER BAN 








Executive Committee At Outset of Thirty-Third Annual Convention Adopts Resolution To Curb Unre- 
stricted Accusations of Violations of National Association Principles; National Union Singled Out 
For Censure; Administration Report Is Received With Warm Applause By 400 Agents At Open- 
ing Session; President St. John, of National Surety, Says Losses On Workmen’s Compensa- 
tion In Five Years Were $58,000,000; Harrington Says Fire Company Executives Unani- 
mously Declined Invitations To Address The Convention; C. W. Morgan Against 
Commission Cuts 


By CLARENCE AXMAN 


West Baden, Ind., Sept. 19—There 
is a new note in the convention of the 
National Association of Insurance 
Agents here, stressing the development 
of business and general plans for assist- 
ing and co-operating with the local agent 
to build his business. The mechanics 
and politics of running the association 
are pushed into the background and the 
controversial questions that have domi- 
nated conventions of the past, while 
present at this one, do not monopolize 
the attention of the meeting. The local 
agent and his place in the sun are being 
recognized here as one of the chief con- 
cerns of the organization. 


The program was planned and _ the 
speakers selected with this idea in mind 
and as a result there is a mass of edu- 
cational material for those who sit 
through the sessions. This change in the 
general type of convention theme—the 
theme of this one being “Business De- 
velopment”’—is a happy one as it is gen- 
erally agreed that the local agents or the 
great majority of them, are not up on 
the methods and possibilities of exploit- 
ing their wares. 

As the National Association of Insur- 
ance Agents got under way for its thirty- 
third annual convention another thought 
uppermost in the of the lead- 
ers of Association is how can 
the trend to increase the number of 
outlaw companies be kept down? There 
ae complaints against a large number 
of companies accused of not playing 
lair with the National Association, and 
also accused of violating principles of 
the Association. The leaders believe that 
unless these complaints are checked in 
some way that the list of companies 
which are under the Association 


minds 
the 


dis- 


tleasure will be unnecessarily large. One 
“mpany attacked by some state asso- 
“lation may in reality be a member of 
@ fleet of several companies and if such 
4 com iny is regarded as an outlaw it 
will mean that all the companies in the 
sfoup are under the ban. 

Stats Ass’ns. Must Clean House 
For his reason the executive com- 
Mittee passed a resolution to the effect 


+ e . . 
that before a state association comes 





to the National Association with a com- 
plaint against a company that it come 
with clean hands, that is, it must have 
cleaned its own house first. To illus- 
trate: some states have not cleared agen- 
cies of the Firemen’s of Newark, but 
permit that company to be represented 
in agencies along with Association com- 
panies. These states may come to the 
executive committee and file complaints 
against other companies. 

The Pennsylvania Association is a case 
to the point. At the executive commit- 
tee meeting yesterday, President Gal- 
land let loose his opinion of a large 
number of companies and was in an ex- 
ceedingly critical mood, and yet the 
Pennsylvania Association is indifferent 
about the Firemen’s of Newark group 
being in agencies with companies which 
subscribe to Association principles. 

The committeemen and officers of the 
National Association feel that it cannot 
gc to the rescue of every state which 
wants to knock some particular com- 
pany which has caused grievance in the 
complaining state while that state is in- 
different to what is happening in other 
states. 


National Union Under Fire 
However, despite the resolution there 
is one company which will be singled 


out for censure because of the allegation 
that it is flooding some communities with 
agents. The grievance especially brought 
to West Baden is that in Minneapolis 
nearly 200 agents have been appointed. 
This company is the National Union of 
Pittsburgh. 

Complaint against The Travelers (Fire) 
in Minnesota, as reflected in a resolu- 
tion of the Minnesota State Association 
recently, was referred by the executive 
committee to a subcommittee. 

About 400 At Opening Session 

The convention of the National As- 
sociation began quietly with a registra- 
tion of 350, with possibly 500 here before 
the convention adjourns. 

President address was 
followed with closest attention. As he 
pointed out the dangers confronting the 
American agency system, 
tion hung closely upon his words, and 


Harrington’s 


the conven- 


when he concluded by summarizing what 
the Association has done through the 
year there was warm applause. 

President Harrington was followed by 
R. P. DeVan, chairman of the executive 
committee of the Association, whose ad- 
dress was short. 

Younggreen On Advertising 

Most conventions not only in insurance 

but all through the business world are 








Convention 


Year 
1896 


City President Elected 
Chicago, HE............ A. G. Simrall 


1897 St. Louis, Mo. ...... A. G. Simrall 
1898 Detroit, Mich...C. H. Woodworth 
1899 Buffalo, N. Y...C. H. Woodworth 
1900 Milwaukee, Wis...G. D. Markham 
1901 Put-in-Bay, Ohio..G. D. Markham 
1902 Louisville, Ky.....Thomas H. Geer 
1993 Hartford, Conn.....John C. North 
1904 St. Louis, Mo.....A. H. Robinson 
1905 Denver, Colo....... E. J. Tapping 


Indianapolis, Ind...Chas. F. Wilson 
Richmond, Va...F. W. Offenhauser 


1908 St. Paul, Minn....E. W. Beardsley 
1909 Atlantic City, N. J..Fred Guenther 
1996 Chicano, TE... .......... A. W. Neale 
1911 Buffalo, N. Y...... J. H. Southgate 


Cities 
Atlanta, Ga....... J. H. Southgate 
Cincinnati, Ohio....C. F. Hildreth 


1912 
1913 


1914 Minneapolis, Minn..C. F. Hildreth 
1915 Indianapolis, Ind....... E. C. Roth 
1916 Boston, Mass........... E. C. Roth 
1967 =S€ Louis; Mowz:....:::.. E. M. Allen 
1918 Cleveland, Ohio....... E. M. Allen 
1919 Louisville, Ky......... Fred J. Cox 
1920 Des Moines, lowa....Fred J. Cox 


1921 Los Angeles, Cal...James L. Case 
1922 Hot Springs, Ark...James L. Case 
1923 Buffalo, N. Y....... Frank R. Bell 
1924 Milwaukee, Wis...Thos. C. Moffatt 
1925 Kznsas City, Mo.....Cliff C. Jones 
1926 Atlantic City, N. J...F. L. Gardner 
1927 New Orleans, La..W. E. Harrington 


1928 West Baden, Ind.....R. P. DeVan 


hearing experts talk of the necessity of 
institutional advertising. This conven- 
tion is no exception and the speaker to- 
day on that subject is Charles C. Young- 
green, vice-presiderft and general mana- 
ger of a Milwaukee advertising concern 
and president of the International Ad- 
vertising Association. 
dress will be found 


Part of his ad- 
elsewhere in this 
paper. 

The next speaker was Terence F. Cun- 
neen, the able young manager of the 
Insurance Department of the U. S. 
Chamber of Commerce, who is making 
the rounds of the insurance conventions 
and is building up a splendid reputation 
in the fraternity. 

Mr. Cunneen explained the functions 
of the National Chamber. What he said 
about the compulsory automobile insur- 
ance act of Massachusetts and the U. 
S. Chamber of Commerce’s intention to 
study the results under this act was very 
closely followed. 


St. John On Compensation Losses 

President E. A. St. John, of the Na- 
tional Surety, and also president of the 
International Association of Casualty and 
Surety Underwriters, had as the subject 
of his address, “$25,000,000 Reward.” The 
explanation of this title is that $25,000,- 
000 a year of fidelity and surety busi- 
ness is the commission income per year. 
In other words that is what the agents 
collect from the companies. 

Mr. St. John broke away from his 
set speech to call attention to some fig- 
ures he has recently received from the 
Bureau to the effect that the underwrit- 
ing loss on workmen’s compensation for 
the five years from 1923 to 1927 was 
$58,000,000. Mr. St. John said that this 
was an unfair situation, that rates were 
too low and that agents should do what 
they can in letting the public know about 
the loss in this division of the business. 

Mr. St. John made a splendid argu- 
ment for binding and developing new 
business. He'said that a good slogan 
for agents would be “Find the Unwrit- 
ten Risk.” Mr. St. John also said im- 


promptu that if any agents have any 
ideas as to new types of coverage, that 
are not now furnished, the companies 
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would be only too glad to have the idea 
sent in. When he finished, President 
Harrington thanked President St. John 
for the co-operation which the National 
Surety has shown to the National As- 
sociation. 

Could Not Get Fire Men To Talk 

President Harrington then made the 
following statement in reference to why 
fire insurance was not represented on 
the program of this convention by a fire 
insurance executive and he made it em- 
phatic. 

“It has probably been noticed that. fire 
insurance is not represented on our pro- 
gram. It has been asked if any signi- 
ficance attaches to that fact. I can 
only answer that failure of this great 
branch of our business to be represented 
is not due to lack of any effort on our 
part. Invitations were extended to sev- 
eral fire insurance executives to address 
this convention, but in each case they 
were regretfully declined for reasons be- 
yond their control. 

“We then suggested to officials of the 
Eastern Underwriters Association that 
we wanted to afford that association an 
opportunity to present to this conven- 
tion the aims and purposes of that or- 
ganization particularly as regards the 
proposed plan of general cover contracts 
dealing with chain store coverage. Also 
we had hoped that our efforts to co- 
ordinate the efforts of agents and com- 
panies would meet with a response of 
the company organization. 

“This association is always desirous 
of meeting companies half way in hear- 
ing their problems and pledging our co- 
operation in their solution and we re- 
gret that the fire insurance interests have 
not so readily responded to our invita- 
tion as have other lines of 
represented. 


insurance 


“This statement is made in explana- 
tion of a regrettable omission from our 
deliberations.” 

C. W. Morgan, president of the 
Charleston, W. Va., Board of Fire Un- 
derwriters, made an eloquent plea against 
reduction of commissions. He called at- 
tention to the amount of money com- 
panies are making in the stock market 
through the increased value of their 
shares. He did not think, however, that 
the business of fire insurance was going 
to the dogs, but that it would continue 
to be a business in which people could 
make a_ satisfactory livelihood. He 
wound up with an argument for qualifi- 
cations of agents. 

Convention Lasts Nearly A Week 

When the convention started today it 
had really been going for several days. 
In fact, the convention of the National 
Association often lasts for about a week. 

Outside of the officials and committee 
members of the Association there are not 
sO many in the convention hall and so 
it might be said practically the same set 
of men are hearing the problems and 
the papers. There is probably no busi- 
ness association in the country where 
views are presented by one group. 

At the committee meeting there is op- 
portunity to hear practically all the mem- 
bership so it can be said at the end 
of the week there is no one who does 
not know the other fellow’s view point. 
There will be another exchange of view- 
points tonight when the executive com- 
mittee will be in session. 


Among the veterans of the business 
here is A. W. Neale, of Cleveland, O., 
a former president of the National As- 
sociation, who, in a brief talk today, ex- 
pressed his pleasure in seeing so many 
able young leaders present. 

Many who have been active at. other 
conventions are here. And some from 
New York State are President Albert 
Dodge, of the New York State Associa- 
tion; Frank L. Gardner, Poughkeepsie; 
J. W. Rose, Buffalo; Eugene A. Beach 
and Fred V. Bruns, Syracuse. 

There are not many women agents 
present but one of them is Miss Julia 
Hindman, of Tennessee, who rarely miss- 
es a convention. 

Considerable interest was taken as to 
whether Spencer Welton, president of 
the New York Indemnity, would be pres- 
ent, as it was rumored he would be 
among the missing. But Mr. Welton 
showed up as did Edward W. Allen, vice- 
president of the National Surety, who 
was a former president of the National 
Association. 

Robert H. Williams, vice-president of 
the Travelers Fire, is also here, as are 
Vice-President Tuckbreiter of the Con- 
tinental Casualty and-a few other exe- 
cutives. 

Daniel J. O’Keeffe, Fort Wayne, Ind., 
was made chairman of the nominating 
committee and Henry J. McMillan, 
Knoxville, chairman of the resolutions 
committee. 


Get-Together 
Dinner Bright, 
Cheerful Affair 


West Baden, Sept. 18—The get-to- 
gether dinner of the National Associa- 
tion of Insurance Agents tonight was a 
bright, cheerful affair which ushered in 
the annual convention. Commissioner of 
Indiana Wysong, former chairman of the 
insurance committee of the Indiana legis- 
latures, spoke in a reminiscent vein. 

Harry Van Orman, lieutenant-governor 
of Indiana, a clever after-dinner speak- 
er, kidded members of the Senate over 
which he presides and other members 
of the state administration. J. Heber 
Hudson, director of mercantile affairs 
department, Illinois Chamber of Com- 
merce, gave a talk on “Make Hay While 
the Sun Shines.” Charles H. Burras, 
president of the National Association of 
Casualty and Surety Agents, brought 
greetings from his organization. 








African Traveler 
Tells Women Of 


Her Experiences 


West Baden, Sept. 20.—Mrs. Demar- 
chus Brown, of Indianapolis, an African 
traveler, talked today to women of the 
convention, telling of her experience in 
following in the footsteps of Livingston. 

Mrs. J. W. Stickney, of Indianapolis, 
had charge of the program. 





li. C. SPILLMAN A SPEAKER 


Harry Collins Spillman, education di- 
rector of the typewriter division of the 
Remington Rand Business Service, Inc., 
and well known as an_ inspirational 
speaker at insurance conventions, deliv- 
ered a talk before the convention on 
Thursday morning on the subject of 
“Sustained Organization.” 


Manager Of Oil Insurance Ass'n. Put On 
Grill Over Sudden Cut In Commissions 


H. M. Carmichael For Over Two Hours Explains Reasons For 
Commission Reductions and Increases in Rates; He Claims 
Expenses Are Too High and Business Unprofitable; FE. 
Siegfried, Tulsa, Okla., Says Oil Association Is Cuiting 
Expenses at the Sacrifice of Local Agent 





West Baden, Ind., Sept. 19—Ever 
since the Oil Insurance Association re- 
duced some commissions and raised rates 
on certain classes or risks, there has 
been a turmoil in the Southwest among 
insurance agencies which have for years 
controlled oil business. Finally the hue 
and cry became so pronounced that it 
was decided to have a conference at 
this convention with H. M. Carmichael, 
manager of the Oil Insurance Associa- 
tion. 

For two hours Manager Carmichael 
was placed on the grill and asked to 
defend the action of the Oil Association. 
In brief, he declared that it was neces- 
sary to reduce commissions in order to 
cut down expenses. He said that the 
business had been unprofitable but the 
competition was very keen. 

The Oil Insurance Association was 
started ten years ago and the reason 
for its coming into being was to com- 
bat scientifically and with organization 
strength, the inroads being made in the 
business by non-admitted companies and 
Lloyd’s. Before the Oil Insurance As- 
sociation was formed, there were only 
ten companies writing this business. At 
the present time the membership of the 
association is eighty-five companies. At 
the start, 10% commission. was paid. 
Later the commission was increased to 
15%. Another change in commission 
was made by which brokers got 10% 
and agents of residence 5%. Now the 
commissions have been cut on the un- 
profitable business only so far as agents 
are concerned. 

Competition Outside Association 

Manager Carmichael then explained 
the competition for this business by com- 
panies outside of the Oil Insurance As- 
sociation. He furnished photostat copies 
of policies which were written to cover 
oil properties in the Southwest and which 
were signed in New. York. He said that 
some companies violating the resident 
agency laws are members of the National 
Association of: Insurance Agents co-op- 
erative list. 





et 


In explaining the reduction in co: mis. 
sions, he said they were cut on refiner. 
ies and tanks. The bulk of the business 
of agents comes from field properties 
and these remain at 15%. The persons 
hardest hit in the cutting of commis 
sions were brokers who had established 
offices in various local territory. 

Mr. Carmichael said it was difficult 
to distinguish between a broker and an 
agent because men who were agents in 
one town would frequently write oil 
business as brokers in other localities, 
In the last year the volume of oil busi- 
ness has increased. 

Some agents who have been object- 
ing to the cut of commissions or the 
increase in rates, have had a loss ratio 
of from 80% to 100%. The spcaker 
also declared that about 50% of the oil 
insurance business is self-insured. 

The chairman of the meeting, who 
is the president of the Tulsa, Oklahoma, 
Board, was Ray H. Siegfried, who de- 
clared that agents had been given the 
notice of the new commissions and rates 
by a rubber stamp only thirty days be- 
fore it became effective and he thought 
that the agents should have been toll 
of the change by letter. He also said 
that if agents did not file a vigorous 
protest against the cutting of commis 
sions on oil business, similar action 
would be taken by the companies with 
other big properties just as had been 
done in the case of the Railway Asso- 
ciation and the Factory Insurance As- 
sociation. He thought that the Oil In- 
surance Association was seeking to cut 
down expenses at the sacrifice of the 
lecal agent. 

Chairman DeVan, of the executive 
committee of the National Association, 
said that he was glad that the compa 
nies had recognized the principle of in- 
forming agents in advance of the action 
they were about to take, but he felt 
that the agent should have been taken 
into confidence. 

Manager Carmichael said that repre: 
sentatives of the Oil Insurance Associa 
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tion had gone to most of the agents 
writing oil business before its © action 
was taken and told them about it. He 
concluded by saying that the companies 
were merely trying to correct unprofit- 
features and if they could not make 
out of the oil business the re- 


Mr. Carmichael was praised for what 
he and the Oil Insurance Association 
have done in trying to save the business 
for agents and while they did not agree 
that the commissions should be cut or 
rates advanced, they thanked him for 
coming to the convention and for ex- 
plaining the Oil Insurance Association 
side. 


New Qualification Law Features Meeting 
Of Indiana Association at West Baden 





| President W. E. Harrington of National Association Tells Dele- 


gates They Must Rid Insurance of Host of Unqualified 
Agents Who Now Carry Licenses; Commissioner Wysong 
of Indiana Says Agent Must Perform His Duties As They 


Should Be Done 


West Baden, Ind., Sept. 18—The In- 
diana Association met today and dis- 
cussed the new agency qualification bill 
there. Heretofore there has been 
qualification statute. This has had some 
handicaps. For instance, Indiana agents 
having control of outside business are 
not able to get New York licenses and 


no 


hence there must be a bro‘z:erage divi- 
the new Indiana act, so that 
there can be interstate reciprocity. 

President Harrington, of the Nationa! 
Association, briefly decribed the posi- 
tion of the National Association on some 
subjects. He called the 


sion in 


Association a 


balance wheel of economic stability in 
the insurance business. He said that of 
most importance at the present time is 
to rid the business of the incubus. of 
unqualified agents. Thousands sell in- 
surance who should not be licensed. He 
said the National Association is grow- 
ing and had an increase during the past 
year of more than 17%. 

Commissioner Indiana, 
talked the responsibility of the 
agent. “If the American agency system 
is to continue, the agent must perform 
his dutics as they should be performed,” 
he said. 


Wysong, of 
along 


Executive Committee Approves Stand Of 
President In Public Fire Correspondence 





Supports Harrington In His Position Against the Establishing 
Of Branch or Brokerage Offices in S. E. U. A. Territory; 
Integrity Of All Clear Agencies Must Be Kept Inviolate; 
Further Conference With Public Fire Is Weleomed; Policy 
Writing Agent Will Be Protected 


West Baden, Ind., Sept. 18—The exe- 

cutive committee of the As- 
sociation of Insurance passed 
the following resolution today: 


National 
Agents 


“The executive committee cf this As- 
sociation approves the position taken by 
the president of the National Associa- 
tion of Insurance Agents in his recent 





correspondence with the Public Fire In- 
surance Co., dealing with its proposed 
plan of operating through branch or 
brokerage offices in Southeastern Under- 
writers Association territory, and reaf- 
firms the position previously taken by 
the ‘National Association, namely: 


“1. That the integrity of all clear 
agencies should be maintained inviolate. 
“2. That it is a bad practice for com- 
panies to pay, or for agents to accept 


differential commissions in the 


same 
agency. 
“The executive committee further 
states: 


“That, until reciprocal arrangements 
can be made between organized agents 
and organized companies with reference 


Beat Your Competitor 


to company-agency representation, we 
believe the National Association should 
not be committed to the support of or 
in opposition to any fire insurance com- 
pany, because it does or does not be- 
long to any company organization; rec- 
ognizing, however, that our support is 
enthusiastically pledged to those compa- 
nies operating in accord with our prin- 
ciples. 

“That we appreciate che expressed de- 
sire of the Public Fire Insurance Com- 
pany to operate in accord with princi- 
ples enunciated by our Association and 
welcome the suggestion of further con- 
ference looking toward the protection of 
the interest of the policy writing agent 
and the economic stability of the busi- 
ness.” 


To Clients With 


New Surety Bond, Says D. J. O’Keeffe 





Fort Wayne Agent Says Insurance Men Should Advertise New 
Coverages As Automobile Dealer Tells the World of New 
Models; Convention Discusses Whether 30% Commission 
On Surety Business Stimulates Rebating; This Rate Is 


Held Not Excessive 


West Baden, Ind., Sept. 19—Daniel J. 
O’Keeffe, Fort Wayne, Ind., talked of 
fidelity and surety salesmanship. Among 
other things he said: 

“When an automobile dealer gets a 
new model of an automobile, he proceeds 
to tell the whole town about it; cer- 
tainly he tells his own clients. When 
an insurance company or a surety com- 
pany docs something new, how many 
of us are going to the street or to the 
with it. How many of you 
new form or policy or bond 
where it differs from the old 
contract and also what is the difference 
in cost? 


telephone 
study the 
and note 


“If you do not see your clients about 
these new insurance ideas some of your 
competitors will do so. And they will 
wean them away from you.” 


Mr. O’Keeffe explained some of the 
new types of covers such as the mercan 
tile blanket bankers bond. 

The discussion on surety 
drifted into whether 30% commissions 
on bonds stimulated rebating. 

President A. S. Galland, of the Penn- 
sylvania Association, said that in Penn- 
sylvania part of the commission some- 
times got into the hands of politicians. 

Another speaker said that the compe- 
tent agent has no trouble with surety 
business and .that the 
30% is not. excessive. 

The business has a lot of detail work 
about it, there is much traveling to do 
and many contractors to be seen in prep- 
aration for writing the bond. 

It was decided to continue the dis- 


business 


commission. of 


cussion at the executive meeting tonight. 





Some New York Agents Attending Convention 


ato by Morrall 


Ph 
EZRA M. SPARLIN 


EUGENE A. BEACH 


J. W. ROSE 


ALBERT DODGE 
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Administration Report of Three Officers Reviews 


Broad. Constructive Activities of Association 


MEMBERSHIP AT RECORD TOTAL OF 11,025, A GAIN OF 17% 








IN SINGLE YEAR 


Harrington, DeVan And Bennett Say Differences Over Commissions And Non-Policy Writing Agents 
Should Be Settled Within Business And Not By Resort To Legal Action; Defense Of Resident 
Agency And Qualification Laws; Oil. Association Commission Cuts Scored; Conference And 
Co-operation Idea Is Upheld 


Changes have been made this year in 
the presentation to the convention at West 
Baden of the annual reports of the three 
principal officers of the National Associa- 
tion of Insurance Agents, the president, 
secretary-counsel and chairman of the ex- 
ecutive committee. Instead of the indt- 
vidual reports heretofore given at previ- 
ous conventions, these three officers, 
President WV. Eugene Harrington, Secre- 
tary Walter H. Bennett and Executive 
Chairman R. P. DeVan, have consolidat- 
ed their reviews in what is termed the 
administration report. This conveys some 
idea of the broad, constructive activities 
of the National Association. 

Delivered Wednesday morning by Presi- 
dent Harrington at the opening business 
session of the convention the administra- 
tion report covers the full scope of activ- 
ity of the Association during the last 
twelve months. Some of the highlights 
in the report follow: The membership ts 
now 11,025 agencies, an increase of 17.4% 
within a year; the Association prefers to 
adjust the current differences over non- 
policy writing agents and commissions 
within the business itself through confer- 
ence and co-operation, rather than resort 
to legislative action or legal opinion; the 
drastic action of the Oil Insurance Asso- 
ciation in cutting commissions ts not 
looked upon as a friendly act; the five 
year development program 1s reviewed; 
the fact that there are so many incom- 
petent and unqualified agents still in fire 
and casualty insurance ts deplored, and 
the resident agency and qualification laws 
are defended against the attacks of those 
who would have them repealed. 

The full text of the administration re- 
port follows: 

Another year has passed into the his- 
tory of the National Association of In- 
surance Agents. Again we are met in 
annual convention—our thirty-third—to 
review the year, an active one; the 
things we have accomplished and what 
we plan in the future for the public, the 
business, the companies and the mem- 
bers. 

In presenting a report of Association 
activity, your administration, this year 
departing from the custom of presenting 
the annual addresses of the executive 
officers separately, is offering for your 
consideration, in the interest of co-ordi- 
nation and conservation of the time of 
this convention, a joint report, calcu- 
lated to bring before you the work as a 
whole. The necessary confines of this 
report of stewardship will permit the in- 
clusion of only some evidence from 
which to draw a conclusion—but enough 
to satisfy. 

Since its organization in 1896 the Na- 
tional Association of Insurance Agents 
has devoted the major part of its time, 
effort and money to the establishment 
of just principles between companies and 
agents for the greater good of insurance 
in its function as a public servant. This 
is the only true reason the business has 
for existence. Any other is but inci- 
dental. Never have the organized 
agents regretted following this policy. 


Long since it brought their National As- 
sociation national recognition as a stabil- 

izing influence in insurance. Of course, 

both companies and agents must earn a 
profit, but the minute either group sub- 
serves service and principle to profit, 
neither is discharging its obligations one 
to the other or to the institution of 
insurance. 


The Question of Allegiance 


It is fitting, therefore, that our grati- 
tude and allegiance should flow to the 
companies that are with us in our efforts 
for the advancement of proper principles 
and practices. Lest we forget, at Mil- 
waukee in 1924 we said that “the mem- 
bers of the National Association of In- 
surance Agents owe their allegiance to 
those companies whose loyalty to our 
principles for the preservation of the 
American Agency System is unques- 
tioned.” To this end we urge upon our 
members the habit of favoring with their 
premiums those companies which aid 
the National Association in maintaining 
its present position of eminence. 

Our members demand of their asso- 
ciation protection of their rights and in- 
terests. It is only by vigorous enforce- 
ment of our association principles that 
we can remove from their path vexations 
that try their patience and conditions 
that chill ambition. 


The Multitude Malignant 


What a sad commentary upon a great 
business is the presence within it of a 
horde of incompetent agents. Men who 
are not and never can be fit to perform 
the duties of insurance agents are ap- 
pointed on terms of equality with our 
members, the only requirement seeming - 
ly being control of some wee premium. 
This system of many agents of an in- 
surance company operating in the same 
territory relieves them all of any sub- 
stantial loyalty to it, denies the suf- 


ficiency of each, destroys their authority 





W. EUGENE HARRINGTON 


to represent the company, and renders 
responsibility to it impossible. Hardly 
could a- system be imagined more sub- 
versive of the interests of the public, 
the company, and true agents, than this 
multiple plan. 

It may as well be admitted that of 
late years the relations between compa- 
nies and agents have not been ideal 
countrywide, and that neither the one 
side nor the other is entirely innocent. 
So far as the agents are concerned, it is 
our duty to remedy matters by reestab- 
lishing, to the extent that we can, the 
old spirit of agency-company loyalty 
that formerly existed. 

If we look back we realize that the 
strong bond between agents and com- 
panies, the tie that bound them one to 
another, the leaven that made their in- 
terests one, was not this multiple agency 
method of company representation. At 
this time there can be no division of 
opinion on the way by which the old- 
time loyalty may be restored. The con- 
dition that will once more give an agent 
pride in his company, a sense of honor, 
make him jealous of its representation, 
provide a definite responsibility, guard 
its interests carefully, and furnish it with 
a satisfactory volume of well chosen 
business, is a return to the honored and 
respected sole agency method of hes 
pany representation. 

To improve the quality of the service 
rendered by the members and to raise 
the standards of the business has been 
a constant aim of the National Associa- 
tion. It mattered not whether a man 
came in a qualified or an embryo agent, 
so long as he had the sincere desire to 
make of himself a qualified agent. This 
had to be our aim if the National As- 
sociation. It mattered not whether a 
man came in a qualified or an embryo 
agent, so long as he had the sincere de- 
sire to make of himself a qualified agent. 





WALTER H. BENNETT 


This had to be our aim if the National 
Association was to continue its exist- 
ence as a successful trade association. 


Herbert Hoover Speaks 


The former Secretary of Commerce, 
now a candidate for the presidency ot 
the United States, in his acceptance 
speech last month gave it as his opinion 
tnat “The whole practice and ethics of 
business has made great strides of im- 
provement in the last quarter of a cen- 
tury, largely due to the ettort of busi- 
ness and the professions themselves, 
One of the most helpful signs of recent 
years is the stronger growth of asso- 
ciations of workers, farmers, business 
men and professional men, with a desire 
to cure their own abuses ‘and a purpose 
to serve public interest.” 

The “stronger growth” of the National 
Association—our trade association—“ is 
the most helpful sign of recent years” 
of the improved “practice and ethics” of 
the insurance business. 

{t is, unfortunately, a fact, the result 
of human failing, that many men and 
women bring to business life somewhat 
distorted, academic ideas and concep- 
tions, with the result that they fail to 
adjust themselves quickly enough to the 
new order. So also those trained in one 
business cycle pass to the next, experi- 
encing difficulties because of failure to 
keep pace with the changing require- 
ments of shifting economic demands. It 
may be, and we venture to say that it is 
too much to expect of each individual, 
that unaided he shall keep abreast of 
developments in his field. To bridge 
this gap the trade association: steps for- 
ward, tools in hand. 


Association as Bridge Builder 


For insurance agents the National As- 
sociation is the bridge builder. The fun- 
damentals of its work remain substan- 
tially the same; we cannot depart from 
them. But the ‘time is now a hand when 
our trade association may aspire to 
something more. It has the experience 
that enables it to think of greater pro- 
jects; now it can plan a lasting monu- 
ment to be constructed patiently by the 
joint efforts of all. 

The ability to plan for such a project 
coincides with an economic necessity. 
Insurance agents seem more likely to be 
affected by present-day disturbances in 


business than any other class. Almost 
daily some parasitical scheme is !iatched 
to feed on the premiums of agents. Com- 


petition is keen; the fittest will survive 


it; the unfit will succumb. Yet the fit 
must continue their fitness; if tlicy lag 
they are done. They must help them- 
selves but they look to the National As- 


sociation for help, as they have for 
thirty-two years. py 

Our organization found that its offi- 
cers were making such tremendciis sac- 
rifices of time and self that the, could 
not both initiate and complete in « short 
term of office the many importo:t AS 
sociation tasks that must be done. Once 
again, therefore, the proverb of neces 
sity’s being the mother of inventin was 

(Continued on Page 23) 
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Agents Of Non-Conforming Companies 
Not Eligible As Association Officers 


Nominating Committee Asks This Action In Order That Execu- 
tives Will Provide Example To Other Members In Living 
Up To Principles Of The National Association; State 
Officers To Consider Regional Vice-Presidents Sixty Days 
In Advance Of Annual Convention; Steps Taken To 
Facilitate Work Of Nominating Committee 











Newspaper Policies, Multiple and Bank 
Agencies Condemned In the Resolutions 





Association To Ask For Conference With National Board Of 
Fire Underwriters To Devise Method For Return To Sole 
Agencies; To Stand Behind California Ass’n. In Bank Of 
Italy Fight; Rochester American Congratulated On In- 
corporation Of Underwriters’ Annex; Newspaper And 
Magazine Policies Held Inimical To Insurance And Public 








West Baden, Ind., Sept. 21—The slate vice-presidents. Each state association West Baden, Ind., Sept. 21.—Follow- “This convention approves and adopts 
| , I f 
of new officers presented to the conven- president should be reminded of the ter- img are the resolutions submitted and this statement and requests the incom- 
tion of the National Association of In-  Titorial grouping in which his state is passed by the convention: ing adininistration to negotiate with the 
surance Agents for the coming year and Situated. He should be reminded of the Resolution No. 1 National Board of Fire Underwriters to- 
wh» were duly elected, appear in an- Other states comprising his group and he “Resolved: In the report made to this ward establishing a practice of the strict- 
other column on this page. should be impressed with the desirability convention by the president the follow- est company representation that shall be 
The report of the nominating commit- of giving consideration to the selection ng statement appears: ‘At this time satisfactory to the local boards in their 
“ : % ¢ 1 a 1 senective strac ?? 
’ tee also contained the following recom- a a pn nominee before nyt his respective communities. 
mendation which was passed in its de- 0 eeprcecananre hee — _ westl Resolution No. 2 
een iteail sion of the convention’s nominating ae 
eA ommubeine. “Resolved: That the National Asso- 
‘ “Moved, seconded and carried, that in “Tite regional vice-peesidents- do 00 ciation of Insurance Agents reiterates its 
ot makirg the nominations consideration be shoul. dosstnais: 4 een “eel point stand against further extension of bank 
ce given only to members who represent ok contask bermien- tee Mid, Bes, and financial institution agency appoint- 
vr Dip ttpetwewawhaae component state organiza- ments particularly commending the Cali- 
m- general et a sea — ©" ‘tions and it is with no disparagement of fornia Association for its effort in com- 
n- form) to the principles of the National the abilities and availability of the nomi- bating the activity of financial institu- 
a Association. nees whom we present and those gentle- tions in that state and it pledges itself 
ne ‘Tt is recommended to the considera~ men who have served in the past that te continue to stand behind the Califor- 
~ ton of the in-oming executive commit- we urge this suggestion. nia Association to its utmost ability, so 
285 tee that Virginia be apporticned to some “We stronely believe that it will make that ultimately right practices will pre- 
i“ othe: territorial subdivision as it is no the work of the convention’s nominating vail. 
longer governed by the Southcastern committee easier of accomplishment and Resolution No. 3 
I ee ee ey rece a ‘ ss a : : = 
“il Un nibeaacs Asscciation. more representative of the desires of the “Resolved: That we express appre- 
“Is “It is recommended to the incoming — states comprising each individual terri- ciation and satisfaction at the incorpora- 
yf administration that about sixty days torial grouping, as well as resulting ina tion of the Rochester Department of 
ae paihvinkenen = ar omens - apes tanpniagteligene vipa wits the Great American Insurance Co. We 
ult verious state association officers be ad- constitute the most valuable point of are particularly gratified by the state- 
een “aban «  pootane eat? pa ; 
mn dresced on the subject of the regional contact. ment of its president that the company 
- never has approved the principle of un- 
to : derwriters’ agencies and that the incor- 
the R. P. DeV an, the New President, | las | lad R. P. DE VAN poration was made to conform to the 
one ar : . f | wishes of agents and because of the 
eri- ard 
to Distinguished Career m Agency Circ es there can be no division of opinion on company’s ‘own conviction that opera- 
ire- the way by which the old time loyalty on of underwriters agencies is opposed 
1 ry e,e by »e : ’ 
Lis [Native of New Orleans and Graduate of University of Pennsyl- ™y be restored. The condition that {© the best interests of the business. 
| . E ° f ——" will once more give an agent pride in We are led to express the hope that 
a vania He Was a Competent Executive o Charleston, his company, a sense of.honor, make him the few remaining annexes will also dis- 
dge W. Va., Chamber of Commerce Before Entering Insur- 5.4)... 45 its. representation, provide a appear shortly and thus bring to a close 
for- ance; Organized Local Board in His Home City; Was  dcfinite responsibility, guard its inter- this form of multiple representation, 
President of West Virginia Association Two Years Before esis carefully, and furnish it with a sat- een ~ che companies, agents 
; a 9 . ‘ . Sas eS, a ee he eee «and public alike. 
" Becoming National Ass’n Executive Committee Chairman 's!ctory volume of well’ chosen busi 
’ . a ‘ _ ow ness, is a return to the honored and Resolution No. 4 
va West Baden, Ind., Sept. 19—The new years was president of the West Virginia respected sole. agency method of com- iia ii aaah ie its 
all- ‘ ‘ Sati oe ‘ xesolved: d rans- 
rom president of the National Association of Association of Insurance Agents. pany representation.’ : ie : 

“a Insurance Agents, R. P. DeVan, has acting the business of insurance through 
to been a prominent man in Charleston, the American agency system has pro- 
nce W. Va., for some years. Born and raised vided the public with the counsel neces- 
- in New Orleans, La., he is a graduate , . sary to enable buyers of insurance to 
ynu- : se é : aes ans Pee wo 
ca of the University of Pennsylvania, where ASSOCIATION’S NEW OFFICERS — a —_ = of the in 
he got the degree of civil engineer. For Procihdent bir an rae ar limited j 
ject atime he sold stocks and bonds in New : ne plan of offering limited insurance 
sity. York City. Later he went to Oklahoma R. P. DeVan, Charleston, W. Va. contracts as premiums for newspaper or 
‘ . i. whete tie engaged in the real es- Chairman of Executive Committee magazine subscriptions or for any other 
nost fH ‘te business and in 1911 moved to Clyde B. Smith, Lansing, Mich. pom ae i cheapens the insti 
ched Charleston, W. Va., where he was sec- Vice-Presidents a zs pee nia ' or 
mend tetary of the Charleston Chamber of h S T. Anclin White. Birminch Ala ; a San Been eee See Poe 
ae Commerce Southeastern States........ - Ansgun ute, Dirmingnham, : cies, and discovery is made of their very 
: lag A fluent talker, a companionable per- New England States........ James W. Cock, Providence, R. I. limited coverage, there is created in the 

as i « ’ € * - : : . y “ 2 ; 
rem- HM sonality, quickly making friends with the Middle Atlantic States...... Eugene A. Beach, Syracuse, N. Y. public mind the thought that all insur- 
pf business of that city and of the state, he East Central States........ H. G. McMillan, Knoxville, Tenn. ae “ to se —_— by ie pa 
aT «ds ney ; : a ions there creating an unfavorable 
Was a very competent Chamber of Com- Southwestern States ........ M. E. Williams, McAlester, Okla. ‘aint me hee ee 
ffi: merce executive : “he . i 3 ss sines: - 
pe oh Go weeny a ee Missouri Valley States... ... C. G. Blakeley, Jr., Topeka, Kan. natal 
si t Commerce to go into the glass man- . a 
could Hi wiacturing industry at Charleston and North Central States........ . .W. T. Greene, Milwaukee, Wis. “We, therefore, earnestly request and 
S yrt . £ > - _ . . . . . 
a in 191° he entered the insurance busi- Great Lakes States......... Shirley A. Moisant, Kankakee, III. urge all companies to discontinue the 
Once fm "Ss. Rocky Mountain States.......... David J. Main, Denver, Col. distribution of these limited contracts, 
year Mr. DeVan organized and for five Southwest Pacific Coast States. .H. J. Thielen, Sacramento, Cal. thus withdrawing an instrumentality in 
| was Years was president of the Charleston imical to insurance and the public in- 
- e - E ”» 
Board of Fire Underwriters and for two terest. 
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DeVan Makes Keynote 
Speech to Convention 


BUSINESS DEVELOPMENT PLAN 





This Theme Chosen to Run Through 
Meetings; Says Agents Must Boost 
Selves to Keep in Race 





R. P. DeVan, 
chairman of the 
the National 


of Charleston, W. Va., 
executive committee of 
Association, delivered the 
keynote address to the convention at the 
opening sesston on |Vediesday morning. 
He followed President W. Eugene Har- 
rington, who gave the report of the As- 
sociation administration, and devoted him- 
self to outlining the theme of the meet- 
ing, namely, business development. Rather 
than a succession of discussions on mat- 
ters of controversy the makers of the pro- 
gram had decided that the most good was 
to be obtained from a series of talks 
on how to sell more insurance. 

Mr. DeVan said that the insurance busi- 
ness itself is witnessing such radical 
changes that the average agent must be 
on his toes every hour of the day to keep 
up with new forms, new demands for in- 
surance and new contacts with the insur- 
ing public. Special emphasis was placed 
by Mr. DeVan on the need for further 
education of agents in casualty and surety 


business which too many look upon as 
only a_ sideline. 

Following is Mr. DeVan’s report in 
part: 


We are 


changes in 


living in an age 


all lines of business, 


of rapid 
which 
our own business 
More 
opportunities are being offered the local 
agent 


changes are affecting 


in no less degree than other lines. 
today to business 
through 
lines of insurance. 


enlarge his 
various new and undeveloped 
His failure to proper- 
ly post himself on these new develop- 
ments and to take advantage of the op- 
portunity to educate himself will mean 
a serious disadvantage to him. 
Ass’n Cannot Stand Still 
National 


Agents cannot 


Gentlemen, the Association 
stand _ still. 
stand by com- 
in the knowledge that 
has 


of Insurance 
The easiest 
placently, 


way is to 
secure 
our association reached 
and attained a prestige undreamed of 
by that little group of men who founded 
it thirty-three 
surely 


a position 


years ago. But just as 
paradoxical though it 
may sound, we will be pulled backward 
by the sheer force of our own lethargy. 

We cannot rest on past performance. 
This year of 1928 has brought marvelous 
changes in the 


as we do, 


world of business—are 
we going to keep abreast of the times? 


The American Agency System is a lead- 


ing factor in today’s business because 
it has been found to be the best method 
obtainable for the retailing of insurance. 
Will it continue to be the best? If it 
fail, then we have no ground for com- 
plaint if the branch office and the spe- 
cialty salesman take our business away 
from us. 

What you and I need above all else in 
our business is to be genuine salesmen. 
And I do not mean high pressure sales- 
The man who merely has read a 
book on salesmanship psychology and 
knows the patter about approach and 
sales resistance has no place in the in- 
surance business. That line may be very 
well for vacuum cleaner or sewing ma- 
chine salesmen, but not for us. The av- 
erage business man is bored to tears by 
so-called high pressure salesmanship 
methods. What he wants is an intelli- 
gent analysis of his insurance needs, and 
a clear explanation of how they may be 
We do not have to talk 
to our clients. They know very 
well that they should be insured—they 
want to be told what lines they need, 
and how they can buy them most eco- 
nomically and with the least trouble to 
themselves. 

Remember, we are not selling a stock 
of goods—we are selling a contract, in- 
demnity, protection. Call ours a_busi- 
ness or a profession, it matters not. But 
it does matter whether or not we know 
our lines, and it matters enormously 
whether or not we are keeping step with 
new developments in the business world. 


men. 


cared for. 
down 


Learn to Sell Airplane Insurance 

Typical of the new lines opening up 
in our business is airplane insurance. 
We have set apart one section of the 
convention to be devoted to it. Two of 
the leading figures in the world of aero- 
nautics will appear on our program. It 
is difficult even now for us to realize 
the importance the airplane has assumed 
commercially, or to see the vision of its 
future. But it is nothing unusual for 
one or two or a dozen planes to fly 
over our heads any day, and if we are 
still drawn to the window by the whirr 
of a motor overhead, we are simply im- 
pelled by the same urge that takes us 
to the same window at the first sound of 


the fire engine’s siren, or the hurdy 
gurdy that leads the circus parade. 

The airplane is with us,.and its use 
is growing daily, and it is going to be 
insured. Are we going to do it, or are 
we going to sleep over this mine of pre- 


mium income and force the companies to 
write it through specialty salesmen? 

The program is concentrated on cas- 
ualty and surety, rather than fire lines. 
The omission is not vital, however, be- 
cause the fire business is stabilized, 
more or less. We must be continuously 
watchful of our fire lines, of course, but 
any insurance agent of the class who 
belongs to his trade association and 
comes to its convention knows fire in- 
surance fundamentals. Not so with cas- 
ualty and surety lines. 

However well informed we may be 
today, next week is likely to bring forth 
something entirely new. And if we 
keep step with these important branches 
of our business, we are developing a 
lucrative and ever growing field. 

The day of the strietly fire insurance 
agency has passed, but as long as there 
is an agent left who considers casualty 
and surety as side-liners, we shall not 
have developed this important business 
as it deserves. 

Workmen’s Compensation 

Then we come to that thorn in the 
agent’s flesh—workmen’s compensation. 
One little compensation line can cause 
more trouble than the largest fire line. 
The state says the employer must have 
it--the company says, “We don’t want 
it,” the assured says, “The rates are 
outrageous.” Then along come the mu- 
tuals and grab off the big line, and leave 
us with the bag to hold on the little 
risks that never have been profitable. 

The National Bureau of Casualty & 
Surety Underwriters is undertaking to 
equalize the rates—to keep the big risks 
from paying too much because they have 
had to carry the burden of the little 
risks. 

It is perhaps useless for me to men- 
tion advertising as a developer of busi- 
ness—we learned that along with our 
business A, B, C’s. But to have the 
president of the International Advertis- 
ing Association, an advertising expert of 
the highest calibre, tell us some of the 
fine points, is a rare opportunity. 

Our business is interknit so closely 
with the other major businesses of the 
day, that it is absolutely necessary that 
we should have a reasonable knowledge 
of economics, commerce, finance, all of 
the other major businesses, if we are 
not to lag behind. This program offers 
you an address from one who has the 
reputation of being the leading writer 
on business in this country today. 

I have touched only some of the high 
spots in this program. If I have in- 
dulged in superlatives, I am confident 
that before the convention is over, you, 
likewise, will indulge in them. 

Your officers believe that this 
gram is going to live up to its 
as a developer of business. We hope 
that the advance program announce- 
ments have led you to bring the young 
man in the office with you—the young 
man who is the hope of the future in 
keeping the American Agency System 
abreast of these changing times. 


pro- 
name 


— 


THE AGENT OF TOMORROW 





Major C. W. Morgan Says Agent of 
Future Must Be Qualified Aloig 
Many Lines 


Major C. W. Morgan, president «/ the 
Charleston, W. Va., Board of Firc Un. 
derwriters, painted a word picture | / the 
local fire insurance agent of tom: rroy 
in a talk he gave before the oponing 
session of the convention on Wed) 


sday 
morning. 


Speaking of the need for edy. 
cation and qualification he said in part: 

“Judging by the experiences «i the 
last few years, the agent of tomuorrow 
must meet and overcome difficulties jn 
connection with his business and_ pro. 
vide for coverages about which we know 


as little as our fathers knew of these: 


problems of ours. To do this, the fy- 
ture agent must be an agent in every 
sense that the term implies. He must 
be clothed with discretion for the rea- 
son that he not only represents his 
principal and must understand his rights, 
but he must know the relationship in 
which that principal stands with refer- 
ence to the third person with whom he 
is to contract for his principal, and in 
this day of modern business he must deal 
so fairly as to bring about for his prin- 
cipal the end desired and at the same 
time serve and please the third person, 
while he brings to his principal and him- 
self profit thereby. The future agent 
must not be a mere servant whose com- 
ings and goings must be dictated by his 
master, but a person of importance and 
intelligence, who rightfully demands and 
receives the respect and confidence of 
his ‘client as well as the fullest co-opera- 
tion and support of his company. 

“We are aware of the advance in 
training which the agent of today re- 
ceives over that of a generation ago, but 
the agent of tomorrow, general or spe- 
cial or local as he may be, must have 
a broader knowledge than is demanded 
of men in many other professions. He is 
continually making contracts, whether 
lawyer or not, and he must_ under- 
stand the legal effect of the instrument 
by which he brings about these con- 
tractual relations; he deals with material 
things and needs a practical knowledge 
of engineering and architecture. Like 
the great preacher, he must know some- 
thing of almost every character ol 
business. : 

“IT have already spoken of the conf- 
dence in which the future agent 1s to 
be held by the third person with whom 
he deals, the insured, if you please. The 
very nature of his business demands that 
he not only be but that he is recognized 
to be a leader from the standpoint of in- 
tegrity and character in his community. 
No man is trusted more than he. 
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UNITED STATES CASUALTY. “COMPANY 
Automobile and Inland Marine 
BALTIMORE AMERICAN INSURANCE CO. 
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To Members of the National Association 
: of Insurance Agents: 


be Your officers in devoting this Annual Convention 
to the cons deration of plans for ““business devel- 
opment’’ are using the best of judgment. 


on The influence of your Association with the rank 
- and file of the Agents of this country has been 
is consistently wise and constructive. 


bat We confidently look for a continuation of the 
ha spirit of helpful cooperation that has marked the 
ne progress of your organization over its many years 
of useful existence. 


cont WM. B. JOYCE, Chairman 

"te 

iz E. A. ST. JOHN, President 

mt E. M. ALLEN, Executive V. P. SPENCER WELTON, President 


National Surety Company New York Indemnity Company 





115 BROADWAY — NEW YORK CITY 
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Massachusetts Compulsory Automobile 
Statute Is Called a Complete Failure 





President F. R. Smith of Bay State Agents’ Association Praises 
Monk For Resigning Rather Than Yield to Political 
Pressure; Loss Ratio On Liability Losses Under Law in 
Boston During 1927 was 92%; Monk Fought Unsuccess- 
fully to Maintain Financial Soundness 


West Baden, Sept. 20.—The Massachu- 
setts compulsory insurance act was ex- 
plained today by Fred R. Smith, presi- 
dent of the Massachusetts Association 
of Insurance Agents. He said the loss 
ratio in 1927 in Boston was 92% on auto- 
mobile insurance. 

Smith then discussed the resignation 
of Commissioner Wesley E. Monk. His 
comment on Monk was as follows: 

“Thus the revelations of the past few 
weeks have demonstrated beyond a doubt 
that the compulsory automobile act of 
Massachusetts: is a failure. 

“When a state official of the calibre of 
Wesley E. Monk, whose sworn duty is 
to maintain the financial soundness and 
integrity of insurance institutions doing 
business in the commonwealth, finds it 
necessary because of political expediency 
to do that which jeopardizes the very 
existence of those institutions and de- 
stroys the protection supposed to be 
afforded the public, a most deplorable 
and disastrous situation is created. 

Honest Officials Menaced 

“When able, intelligent, honest public 
officials are so menaced in the perform- 
ance of their duties that they feel the 


necessity of resigning and abandoning 
their responsibilities to the mercy of 
politicians and. office seekers, there is 
no longer any incentive or pride for 
honest men to seek public office. 

“The compulsory automobile liability 
act was adopted in Massachusetts 
against the judgment and advice of many 
of the best insurance minds. The evils 
which were contemplated have been dis- 
closed. 

“Unjust criticism has been heaped 
upon innocent insurance companies. Ig- 
norance and stubborn insistence on un- 
sound principles have combined to prove 
that compulsory automobile insurance in 
Massachusetts can be viewed only in the 
light of a disastrous experiment. 

“Those who have to do with legisla- 
tion in other states will do well to study 
the facts carefully to the end that a 
similar situation may not be developed 


-elsewhere.” 


Fearing that something he had said 
in his speech before the convention 
might be misinterpreted and construed 
as a criticism of Wesley E. Monk, Mr. 
Smith rose after the conclusion of his 
remarks to state emphatically that what 


he was really doing was praising ex- 
Commissioner Monk as he regarded his 
resignation as a conscientious protest of 
an honest public official, and he compli- 
mented Monk most highly. 

Explains Misunderstanding 

The explanation made by the president 
of the Massachusetts Association regard- 
ing remarks he made in his paper on 
ex-Commissioner Monk follows: 

“My attention has been called to an 
interpretation which has been made of 
one paragraph of my address which in 
some newspaper quarters was regarded 
as a criticism of the action of Hon. Wes- 
ley E. Monk in resigning before he pro- 
mulgated the new rates which he had 
intended to promulgate. 

“That there may be no misunderstand- 
ing permit me to say that the action of 
Mr. Monk was highly commendable and 
most praiseworthy. He chose to resign 
rather than to defy the chief executive 
of the Commonwealth, although he did 
not concur with him in judgment. 

“The Hon. Wesley E. Monk was an 
exceptionally capable, fair and honest 
public official whose untimely resignation 
means not only a severe loss to the state 
of a fine executive, but to the insurance 
men of Massachusetts whose interests 
he has always fairly served, a most sin- 
cere friend. In resigning as he did, and 
giving his reason therefor, Mr. .Monk 
brought to the front page of all the daily 
papers of Massachusetts the controversy 
of the rates in question. 

“That made the compulsory automo- 
bile insurance act and its operation a 
sensational public matter and gave in- 


— 


New England States 
To Act On Violation 
Of Principles 


West Baden, Sept. 21.—There wi'| pe 
a meeting of the New England s:ates 
executive committeemen to consider 
what action is to be taken by the state 
associations in that section relatiy. to 
the companies which are declared () pe 
in violation of the principles of the Na- 
tiona! Association. That, by the way, is 
an important question all through the 
country, officers of the National 
ciation say. 

In being introduced to the convention 
as the new president, R. P. DeVan said 
that he would never represent a company 
which is in violation of those principles 
and that he would not accept policies of 
such companies on any business which 
his office controls. 

Clyde B. Smith, the next executive 
committee chairman, also declared he 
would not have in his office a company 
not subscribing to National Association 
principles and he added that he did not 
see why any other agent would want to 
represent such a company. DeVan told 
the convention that he thought the pro- 
gram had been a remarkable one and 
he promised to carry out the business 
building policy. He has been for it from 
the start. 


\ ao 
\SSO- 


surance men and other enemies of the 
act the opportunity to have presented 
in the public press the reason why such 
compulsory insurance acts are 
failures.” 
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WM. A. BLODGETT 


FRED S. JAMES & CO. 


United States Managers 
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Assistant United States Manager 
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Shirley Moisant Cannot Stop Growth 
Of His Breezy, Personal Publication 





Secretary Of Illinois Association Finds His Periodical, Which 


stand just what I am buying when I 
am handed my policy. Perhaps after 
all it is not within human mentality 
really to understand a policy so that it 
can be explained. If that is the case, 
then of course what I have said about 


thing gets into the comic papers it is 
time to get serious about it. And you 
have all seen the squibs about the policy- 
holder not knowing whether or not he 
was insured because he didn’t under- 





stand what was on the paper. 
es : : . ° ang training your agents can be overlooked. “If I might venture to step alongside 
er Has No Definite Policy, Getting Big Popularity; Conven- “But, caala kad to the product, is the late Vice-President Marshall I might 
te tion Issue Of Thirty-Two Pages, Flaming Red Cover and that policy the best you can offer? Can say that what this country needs is a 
to Many Full Page Ads; Started As Four Page Association it not be simplified so that I can see good, short, intelligible insurance con- 
be Newspaper Only Nine Months Ago exactly what I am buying? When a__ tract.” 
“é W.st Baden, Ind., Sept. 18—Shirley A glance at the paper, however, shows ; , , ; 
he Moisint, secretary of the Illinois Asso- that the old country journalistic style National Union Fire Voted a Violator of 
0- ciatiin of Insurance Agents, started a of telling when the farmer milks the ; : 
four-page paper nine months ago which cows or brings in the crops is really Multiple Agency Principle of Ass nN. 
ai he called “Association News.” He filled what makes the paper read. There is 
a Oe ee presto Cag i Convention Adopts Resolution on Recommendation of Execu- 
-” to grow. At the time of its original concludes: We introduced John to some 7 C Holdi Th I Cc b 
ie publication it was gotten out to be the very attractive young ladies and after tive ommittee, | Oo c ing: at nsurance ompany y 
of oficial organ of the Illinois Association — the first few hours we saw little of him.” Reason of Its Actions in Minneapolis, Comes Within Scope 
ich but when it grew Moisant decided to Another paragraph tells about a col- of the Milwaukee Resolution; Attempts to Iron Out 
make it an independent publication. It ored woman who went into a Danville, Differences With the National Union Failed 
tar appears at this convention in a flaming Ill, insurance office and asked if she ; ’ 
a red cover and with many full pages of could buy some torpedo insurance. An- West Baden, Sept. 20.—Resolutions for further consideration by this com- 
nt ads. It is now thirty-two pages in size other paragraph tells of an agent who declaring that the National Union of mittee at that time.’ 
lio’ and growing. No one seems to know’ went through a mountainous part of the Pittsburgh is violating the principles of The new resolution adopted today 
not what the paper is all about, not even country and found it dry. ibis: Deadhead) -Aunaidiiin0k Yemeenane quotes the July resolution of “ com- 
t to panko es The principal editorial comment de- Agents were adopted by th nventi ee en ere oe or 
told per to push interests of local agents with b I hi: ' eee ve er lay 8 were adopted by the ern ion Attempts at Conference Fail 
one some definite policy of its own which S°™2°S a acai toe frets here today. Back of the resolution were “The executive officers of the National 
and no other paper has, Moisant said, sei = nat ‘g h ilies anil complaints of multiple agency appoint- Association, charged by the executive 
= “‘Darned if I know.” He was asked CO™mPanies Deng in stan sos Dict ments, especially in Minneapolis, I committee on July 5, 1928, with the duty 
sos dt se canteen also about the high commissions some i, y apols, in f Shins aes: diate ainda Uhidieans hte 
rom fg Why he is getting it out and he an- of the new companies are paying July, 1928, the executive committee °. Presenting fo tie National sm oie 
swered sii } ‘ Insurance Co., the conclusions of the 
“Because I get a kick out of it. I Moisant says the tendency is to always adopted the following resolution : committee with reference to the prac- 
have no weeds to reform and all Il know help a newcomer, but their financial “Resolved, That in view of the evi- tices of that company, and in obedience 
the is that if you read it you will find a status should’ be carefully scanned. dence before us it is the opinion of this to such resolution, made a sustained at- 
nted lot of breezy personals about people you Shirley Moisant is no newspaper tyro, committee that the practices of the Na- tempt to discharge the duty and secure 
such know. If you think of it send me in a as he is one of the publishers of the tional Union Fire Insurance Co. are in from the company a revision of the prac- 
smal couple.” ; Kankakee News, a daily paper. violation of two of the cardinal prin- tices mentioned to conform to the prin- 
ciples of the National Association: ciples stated. This attempt has failed. 
namely, ‘limited agency representation 
Dad 











Advertising Expert Says Policies Are 
Too Complex To Be Understood Easily 





Charles C. Younggreen of Milwaukee, President of the Inter- 
national Advertising Association, Tells Convention Insur- 
ance Contracts Are So Involved That They Are Hard to 
Sell; Also, He Claims There Is Much Room for Improve- 
ment for Increased Knowledge of Insurance Among Local 


Agents 


West Baden, Ind., Sept. 19—Charles 
C. Younggreen, president of the Inter- 
national Advertising Association and rep- 
resentative of a Milwaukee advertising 
firm, thought that it would be much 
easier to sell insurance if the contracts 
were simpler. Too long winded is his 
opinion. He said in part: 

“There are few business men who un- 
derstand insurance as they should and 
obviously those men are just about sup- 
plied. Your field for business lies evi- 
dently with those men who do not fully 
understand insurance, else they would 
be buving it instead of having to be sold. 

“Advertising, publicity alone, will not 
bring all these men into the fold. There 
must be personal contact and personal 
*xplanation, a contract which may have 
been brought about by the advertise- 
ment. And this personal explanation 
demands thorough, helpful knowledge, 
and hot a mere reading aloud of figures 
Ma Look, 

Assured Wants Best Agent Available 
“The average business man wants his 
Msurance man to be his adviser and 
‘ouns-lor, He wants the president of 


your agency to tell him what he wants 
to know and failing that, he wants the 
next best man available. 


“Remember, to him his business is 
paramount. And remember also, that 
you are taking a contingency, a possi- 
bility, something that ‘may’ happen to a 
man whose entire thought is wrapped 
up in consideration of things as they 
are. He deals in the visible, you in the 
invisible. He thinks of the concrete, you 
discuss the abstract. You two are in 
different fields of thought and it takes 
more than a part-time, indifferent man 
and more than a youngster with a rate- 
book in his pocket, to satisfy that man 
properly. It takes a good man to do 
the job and your records will tell you 
which are the good men. 


“You have.your schools, you have your 
courses of training, you have your junior 
and senior grades, but I submit to you 
that you have not yet given to this 
matter the full attention and the full 
development it requires. 


“At that, I will have to admit that it 
takes a better man than I am to under- 


of the same company in the same terri- 
tory’ and ‘appointing financial institu- 
tions, their officers or employes as com- 
pany representatives in competition with 
established agencies.’ 

“The executive officers of the Associa- 
tion are hereby instructed to present our 
conclusions to the company and continue 
negotiations with it for the purpose of 
having the company recognize the above 
principles and adjust its practices in ac- 
cordance therewith. If this cannot be 
accomplished by September 17, 1928, then 
that this matter be made a special order 


The executive committee, in obedience 
to the resolution adopted on July 5, 1928, 
made the above matter a special order 
for further consideration on September 
17, 1928, and on that date adopted the 
following resolution: 

“Resolved, That it is now the judg- 
ment of the executive committee of the 
National Association of Insurance Agents 
that the National Union Fire Insurance 
Co. is intentionally and continuously in 
violation of the respective principles 
stated in the above resolution, and falls 


within the scope of the Milwaukee dec- 
laration,’” 


South Carolina Ass'n. Agents Exploit 


Cancelling of Firemen’s Ins. Co. License 





President Rogers Shows Convention Copy of Order of Insur- 
ance Commissioner King On Revocation of License; State 
Department Upholds Validity and Necessity for Resident 
Agent’s Act; Denied That Bank Agency Was Ever Regu- 


larly Established 


West Baden, Sept. 19—President 
Rogers of the South Carolina Associa- 
tion and other members of the Associa- 
tion are at the convention carrying with 
them copies of the long typewritten or- 
der of Commissioner King of South 
Carolina canceling the license of the 
Firemen’s of Newark in that state. This 
revocation followed hearings which were 
attended by Neal Bassett, president of 
the Firemen’s. 

The Firemen’s is said to have ninety 
agents in South Carolina. The dispute 
arose over the question of salaried bank 


officers in Spartanburg selling insurance 
and the issue dates back to December, 
1927. The defense of the Firemen’s was 
that there is no legal basis upon which 
the commissioner could revoke the li- 
cense; also that there is discrimination 
against a foreign corporation and that 
the Spartanburg appointment is an es- 
tablished agency. 

The commissioner denies 
that the agency is regularly established 
and declares the agency never operated 
except under a cloud, “and in the com- 

(Continued on page 15) 
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Stellwagen Outlines 
New Rating Program 

VITAL TO SMALL “COMP” RISKS 

Calls It Most Significant Reform In Rat- 


ing Methods Instituted In 
Recent Years 





H. P. Stellwagen, secretary-treasurer, 
National Bureau of Casualty & Surety 
Underwriters, has done exceedingly good 
work in promoting the interests of stock 
insurance since he took office some years 
ago and this year particularly he has been 
a freque nt speaker at agents’ conventions 
in various parts of the country, explain- 
ing the stock company viewpoint on the 
new workmen’s compensation rating pro- 
gram, as contrasted with the mutual atti- 
tude. His talk, delivered yesterday, which 
follows practically in full, is a straight- 
forward resume of the factors in the new 
program and it won the attention of the 
convention. 

The new workmen’s compensation rat- 
ing program is the mast significant re- 
form in rating methods which has been 
instituted in recent years—significant be- 
cause of the opportunity it offers for 
better service to the entire insuring pub- 
lic; significant because it frees the agent 
of restrictions which have hitherto sur- 
rounded him in the solicitation of busi- 
ness; significant because it enables the 
stock casualty companies to write work- 
men’s insurance without 
the prospect of inevitable loss. 


compensation 


Before describing the features of the | 


new plan, it might be well to give brief 
consideration to the shortcomings of the 
old. The previous rating system failed 
premium charges 
the higher cost of small risks from the 
loss and expense point of view. By a 
theory of broad general average it un- 
dertook to absorb the higher cost of 
these small risks in the business as a 
whole, which meant that larger risks 
were assessed part of the cost properly 
assignable to small risks. 


to recognize in the 


Stock Companies’ Dilemma 

To the stock casualty companies, writ- 
ing at least 90% of the small risks of 
the United States, this was a serious 
matter. They were faced with a dilem- 
ma. On the one hand, obligation to 
serve the entire insuring public, small 
risks as well as large, urged them to 
undertake the writing of all risks mor- 
ally fit for insurance. On the other 
hand, obligation to safeguard the inter- 
ests of other policyholders on their books 
urged ihem to place restrictions on a 
class of business which must inevitably 
be written at substantial financial loss. 

The new rating program which the 
stock companies offer is made up of four 
important elements; first, the reappor- 
tionment of losses in accordance with 
the experience of small and large risks; 
second, the reapportionment of expenses 
with due regard to the minimum cost of 
writing and servicing the small risk; 
third, the establishment of an adequate 
minimum premium formula with special 
protective minimum premiums for cer- 
tain classifications; and fourth, the 
amendment of the experience rating plan 
so as to give greater and more prompt 
recognition to the most recent experi- 
ence of individual risks. These points 
will be taken up in order. 

An investigation of the loss ratio ex- 
perience by size or risk in several states 
has produced abundant evidence of the 
fact that loss ratio varies inversely with 
size or risk. From the loss standpoint, 
rates have been most inadequate on the 
smallest risks. This inadequacy contin- 
ues to apply, though with lessening de- 
gree, to risks as they increase in size 
up to the point where they involve an- 
nual premiums of $300 or $400. From 


that point upward, the loss ratio becomes 


favorable and continues to improve as 
risks grow larger. 
Advantage of Experience Rating 

This condition can be more definitely 
appreciated by comparing the average 
loss ratio of all small risks as a class 
with the average loss ratio of the entire 
group of large risks. The detailed an- 
alysis referred to above showed that the 
loss ratio begins to take a favorable 
turn at the point where experience rating 
begins. In other words, the experience 
rating criterion which is usually an an- 
nual premium of $300, serves as an al- 
together proper and at the same time 
a happy dividing line between large and 
small risks. By grouping the experience 
on this basis it is found that the loss 
ratio of the entire group of non-experi- 
enced rated risks is worse than the av- 
erage experience of all risks and that the 
experience of large risks as a class is 
better than the average. 

It should be said that the degree of 
difference in the loss ratio between small 
and large risks varies from one state 
to another. In some states the differen- 
tial is particularly marked and in a few 
it is not especially noticeable. How- 
ever, such investigation as has already 
been made is sufficient to place the hall- 
mark of statistical accuracy on those 
theories which were so often advanced 


coos enon 





by insurance men. The results obtained 
are in accord with the common sense 
of underwriting; they bear out the con- 
tention of safety experts that the small 
risk has been untouched #y tat acci- 
dent prevention activity which has so 
markedly reduced the frequency of ac- 
cident in large industrial establishments. 
In all states where there is a measur- 
able difference in the loss ratio between 
small and large risks, the stock com- 
panies propose to rectify the adverse 
loss ratio of small risks by the applica- 
tion of a flat premium charge (called a 
loss constant) to all policies not sub- 
ject to experience rating and to recog- 
nize the favorable loss ratio of large 
risks by reducing the manual rates in 
like proportion as they are increased 
through the application of the loss con- 
stant. The size of the loss constant to 
be added to the premium of non-expe- 
rience rated risks is obviously depend- 
ent on the extent of the deficiency of 
the existing premiums for those risks. 
Where the premium deficiency on small 
risks has been greatest, the loss con- 
stant will be highest. 
How Use of Loss Constant Will Help 
The use of a loss constant with a 
concurrent rate reduction is a happy 
solution to the problem. On the small- 
est risks where the experience is worst, 


a 


premium relief is most pronounced. Ag 
risks increase in size and the experi: nce 
grows better, the effect of the cons:ant 
decreases because of the increasing size 
of the manual premium and the oj) os- 
ing effect of the adjusted rate |: vel, 
Around the point of experience ra‘ing 
the loss constant and the depressed rate 
level counter-balance and after that )) int 
is passed, the full effect of the rate re- 
duction comes into play. 

Loss constants are now being success- 
fully applied in the state of New York 
where the facts justified the use of three 
distinct loss constants: one for contr: ict- 
ing risks, another for manufacturing 
risks, and a third for all remaining clas- 
sifications. These constants have served 
to produce adequate premiums on the 
non-experience rated business of the 
state and at the same time the rate 
reductions which accompanied the ap- 
plication of these loss constants have 
served to remove the redundancy which 
previously existed in the premiums for 
large risks. The proposal for the ap- 
plication of loss constants is now pend- 
ing in the state of Massachusetts and 
it is planned to urge the proposal in oth- 
er states where the experience justifies 
its use. 

Reapportionment of Expenses 

The second element of the new pro- 
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eram is concerned with the expense por- 
tion of the rate and is designed to elim- 
inate the inequity existing in the former 
systein Of assessing all Tisks a uniform 
percciitage of the premium for expens- 
is, Speaking generally, 40% of the pre- 
mium charged the policyholder was con- 
sidered adequate and necessary for ex- 
penses and it mattered not whether the 
premium was $20 or $2,000. 

In establishing the minimum cost of 


payroll audit, it was assumed that 75% 
of the total audit expense of the com- 
panics Was directly proportionate to the 
number of policies issued and on this 


basis it was determined that $3 repre- 
sented the minimum audit cost. The 
sum of these two items is $8 and this 
feure is a conservative approximation 
of the least amount for which home of- 
fice and audit services can be rendered 
on the smallest risk. 

Under the old system a $20 premium 
risk produced $1.90 for these services 
and even a $50 risk produced but $4.75. 
When it is remembered that the stock 
casualty companies of the United States 
have written literally hundreds of thou- 
sands of small risks, the seriousness of 
the deficiency in the revenue for expens- 
es can) be appreciated. From the stand- 
point of the larger risks, the situation 
was equally undesirable because the old 
system of applying a fixed percentage 
expense loading for all risks automatic- 
ally assessed them more than their right- 
ful proportion of the aggregate expenses. 

The proposed remedy consists of a 
reapportionment of expenses whereby 
both large and small risks will be charged 
their rightful share of the expense bur- 
den. Concretely, it is proposed to apply 
an expense constant, otherwise known 
as a policy fee, in the amount of $10 
to each risk not subject to experience 
rating and to offset the increment de- 
rived in this fashion by a reduction of 
the present 40% expense loading. A 
$10 fee is necessary in order to net $8 
after commissions and taxes have been 
paid. The reduction in the percentage 
expense loading brought about by the 
application of the policy fee to non-ex- 
perience rated risks, is equivalent to a 
reduction of about 4% in the rate level. 

It will be observed that the solution 
proposed for the expense problem is 
quite similar to that proposed in connec- 
tion with losses. In both cases the rem- 
edy involves a reapportionment rather 
than an over-all increase and the re- 
sult is a premium levy on small and 
large risks consistent with the losses and 
expenses incurred by each class individ- 
ually. 

New Minimum Premiums 


The third feature of the new program 
calls for a revision of minimum premi- 
ums. It is hardly practicable or indeed 
reasonable to issue a policy covering only 
a traction of what might be considered a 
minimum unit of exposure. In the com- 
pensation field that unit of exposure is 
one man working on a full time basis 
for one year and it accordingly seems 
Proper that the payroll represented by 
one man working for one year should 
e the smallest for which a policy should 
be issued. The minimum premium for- 
mula under the old system set up a 
payroll of $1,000 as representative of 
the anual remuneration of one employe 
working on a full time basis. This fig- 


ure was established many years ago and 
is no longer adequate in the light of 
Present levels. The available evidence 
indicites that today the payroll figure 
shou! | be $1,500 and so it is proposed 
that ‘he new minimum premium formula 
he ‘een times the rate instead of ten 
nc 


the rate as heretofore. 
Weighted Experience Rating 


The fourth and final element of the 
new } rogram affects the experience rat- 
ng plan and this feature of the pro- 
ran) is designed to give greater and 
More prompt recognition to the recent 
exp ‘ence of individual risks. Under 
the perience rating plan previously in 
an hanges in an individual risk’s ex- 

1¢€ 


ice were not adequately reflected 


in the premium rates until a long time 
after those changes had been made. For 
example, a risk could have developed a 
poor experience during the first three 
years of its experience history only to 
change about completely in regard to its 
safety practices and thereby improve its 
experience in the last year or twa 

Under the previous system of giving 
equal weight to the experience of each 
year in the experience period, such an 
assured could not get early recognition 
of the improvements which he had been 
able to make in his plant. He would 
have to wait several years until his good 
experience predominated before receiv- 
ing the credit due him. On the other 
hand, a risk might have developed a 
good experience in its earlier years only 
to turn bad in the last year because of 
carelessness and the general neglect of 
safe practices. 

The new program contemplates the 
use of a weighted experience rating plan 
whereby the least weight is assigned to 
a risk’s oldest experience and the great- 
est weight is assigned to its most recent 
experience. Under this plan more prompt 
rate recognition will be given those as- 
sured who have earned it and on the 
other hand, penalties will be more 
promptly imposed on those assured who 
need to be reminded of their careless- 
ness. The experience rating plan should 
be elastic enough to give early and ade- 
quate recognition to the risk’s individual 
experience and it is confidently expect- 
ed that the new weighted experience 
rating plan will accomplish that purpose. 


Program Not A Sudden Inspiration 

This is the stock company program. 
It is not the sudden inspiration of a mo- 
ment but the well considered conclusion 
of nearly two years of study. Part or 
all of it is in effect in many states in 
the union and in some states it is still 
pending. In a few states important ele- 
ments of the program have been disap- 
proved and from that disapproval there 
comes the challenge to new and greater 
effort in convincing public authoritics of 
the value and necessity for the new pro- 
gram. 

Much remains to be done with the 
loss constant element of the program. 
In fact, the application of this feature 
of the program has been delayed pend- 
ing an analysis of loss ratios by size 
of risk in all states throughout the coun- 
try. This line of research was originat- 
ed by the stock companies for a few 
states and the results obtained justified 
the conclusion already referred to that 
small risks were worse than large ones 
from the loss standpoint. The National 
Council on Compensation Insurance is 
carrying on that investigation and_ is 
now engaged in analyzing the experi- 
ence in those states for which it makes 
or recommends rates. 

From the beginning the mutual car- 
riers have vigorously assailed the stock 
company program for obvious reasons. 
Because they have sought the large risks 
and left the small ones to the stock com- 
panies they are hardly concerned about 
an increase in premium on small risks 
but they apparently are most reluctant 
to relinquish the competitive advantages 
which have accrued to them through the 
redundancy in the rates on large risks. 
Instead of removing that redundancy by 
appropriate modification of rates, they 
desire to continue as heretofore with 
the promise of allowing dividends as 
a substitute for correct initial rates. 

Then, too, it is easy to understand 
the opposition of the mutuals to a rating 
program which is designed to end the 
tremendous loss which the stock com- 
panies have suffered. It is merely fur- 
ther evidence of the fact that some busi- 
ness men are not ready to accept for 
themselves the doctrine of “live and let 
live.” 

Praise for National Ass’n. 

The opposition of the mutual carriers 
has been heavily offset by the splendid 
support which the National Association 
of Insurance Agents has given the new 
program. At the call of President Har- 


“Go After the $25,000,000 
Reward” Urges St. John 


FAVORS MORE DEVELOPMENT 


Sees Greater Surety and Fidelity Com- 
missions for Agents by Concentra- 
tion on Unwritten Lines 





“Twenty-five Million Dollars Reward,” 
was the intriguing title of the produc- 
tion talk given yesterday morning by 
E. A. St. John, president of the Na- 
tional Surety, in which he stressed the 
fact that despite a total close to one 
hundred millions of dollars in surety and 
fidelity premiums last year, there was a 
most notorious condition of under-insur- 
ance existent in every part of the coun- 


try. 

At the outset of his talk Mr. St. John 
said he selected its title because he knew 
he would be talking to the very men 
who had been paid and who are now 
receiving twenty-five million dollars a 
year in surety and fidelity commissions 
alone. “I realize that your National or- 
ganization does not comprise the entire 
agency force of the United States,” he 
added, “but I would not be flattering 
you if I assume that it does represent 
the cream of the producing agency or- 
ganization of America. 

“In mentioning a ‘Twenty-five Million 
Dollar Reward,’ to you, I am not think- 
ing of the commissions that have al- 
ready been paid to you on the business 
you have written, and which will be paid 
to you, year after year, as the business 
is renewed, but I am asking you to look 
at an additional twenty-five millions of 
dollars that will be paid to you if you 
care to go after it! That is to be your 
reward for increased efforts. 

“Let me tell you what happened about 
a dozen years ago in New York City. 
A survey was made of all corporations 








rington, the local agents of the country 
have rallied to the cause of stock insur- 
ance and by word and deed have dem- 
onstrated their ability to secure results. 

The new rating program is tied up with 
the theme of this convention, “Business 
Development.” There can be no per- 
manent, worth-while development of that 
which is economically unsound. Indeed 
it is particularly true of the insurance 
business that an improper rate level re- 
tards development. During the past few 
years the workmen’s compensation busi- 
ness has not been developed and the 
line cannot be developed until the busi- 
ness can be secured at a price reason- 
able and fair to the purchaser and ade- 
quate for the seller. The new program 
attempts to furnish a rate level and a 
rate structure that is fair and reasonable 
for all concerned and aside from consid- 
erations of equity and correctness it 
should be supported for the practical 
reason that it furnishes the only real 
basis for the further development of 
workmen’s compensation insurance. 

Finally, it can truly be said that the 
new workmen’s compensation rating pro- 
gram is the embodiment of that indi- 
vidualism which is so typically Ameri- 
can. It is fundamental to American in- 
surance theory that each line, each class, 
and so far as possible each risk shall 
bear only its own rightful share of the 
insurance cost. To that end the pres- 
ent detailed classification system has 
been developed and schedule and expe- 
rience rating have been applied. Under 
the European system, the industry as 
a whole shoulders the insurance burden 
and it is of little concern whether one 
class or group of individual risks pays 
more or less than its proper share of 
the total cost. 

The new program is a step nearer the 
American ideal. It undertakes to charge 
each distinctive group of risks the right 
rate, neither too high nor too low, and 
for that reason it must prevail. 


within the New York area with a capital 
of fifty thousand dollars or more. It 
was discovered when the survey was 
completed that less than 6% of the firms 
and corporations approached carried any 
fidelity insurance whatever. Most of 
those who had fidelity insurance were 
woefully under-insured. They ‘were 
carrying their insurance in amounts that 
had not been changed in many instances 
in years. 

“It was at once apparent that the 
brokers and agents developing New 
York business had been neglectful of 
their opportunities. This condition of 
affairs was communicated to the pro- 
ducers and they concentrated their ef- 
forts on this unwritten business to such 
an extent that within ten years from 
the time of the survey the surety and 
fidelity premiums of New York were al- 
most one-third of the total surety and 
fidelity business done in the entire coun- 





E. A. ST. JOHN 


try! What a demonstration of efficiency 
on the part of the New York producers! 
But, at the same time, what a sad com- 
mentary upon the agency force of the 
rest of the country. It has its compen- 
sations, however, in the thought that 
whatever has been done by agents and 
brokers in New York can be done, just 
as successfully, by the wide-awake and 
energetic agents throughout the rest of 
the country. They have exactly the same 
opportunity facing them today.” 

Mr. St. John gave out a challenge to 
his audience when he remarked that 
every agent within the sound of his voice 
had an unlimited field for the develop- 
ment of surety and fidelity lines among 
his own customers. He felt that now 
was the proper time for producers to 
consider definite and specific ways and 
means of once more doubling the earn- 
ing power from these lines, saying that 
if all the agents in the National Asso- 
ciation would decide upon a definite pro- 
gram of development for the next three 
to five years, the agency force of this 
country would add not twenty-five mil- 
lion dollars to this commission income 
but an extra fifty millions of dollars. 


Concentrate on Unwritten Lines 


The meat of Mr. St. John’s talk came 
when he said: “Almost any agent can 
renew business initiated by someone 
else. It does not take a great deal of 
intelligence to follow the lead of some- 
one else. It does take intelligence and 
constructive effort to develop new lines 
and sell new coverages to customers, and 
to make two blades of grass grow where 
only one grew before. The agent who 
will double his income from his surety 


and fidelity business during the next 
two years is the agent who concen- 
trates on the unwritten lines. He it is 


who must figure out for himself what 


they are, where they are, where they 
can be found and how to build up the 
development within his own territory. If 


(Continued on Page 20) 
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HE Fidelity & Deposit Company of 

Maryland congratulates the National 
Association of Insurance Agents upon the 
achievements of the past twelve months, 
and renews its assurances of cooperation 
and goodwill. The F & D believes that 
local agents who join their state associations 
and through them, become affiliated with 
the National Association are profitably iden- 
tified with a constructively progressive 


movement 
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F. J. ONeill Declares Casualty Insurance 
Faces Crucial Period of Its Development 





Royal Indemnity President Makes Big Hit At Convention For 
His Fearless Handling Of Problems; Hits Massachusetts 
Politicians For Preventing Proper Rates Under Compul- 
sory Liability Law; Asks Agents To Offer Suggestions On 
Rate-Making And Not Merely Try To Block Legitimate 
Increases; Bay State Failure Will Be Widespread He Says 


West Baden, Sept. 20—Frank J. 
O'Neill, president of the Royal Indem- 
nity, made a sensational hit at the con- 
vention of the National Association to- 
day by the blunt, straight from the 
shoulder method in which he handled 
casualty insurance problems. He was 
introduced by President Harrington as 
aman not afraid to say what he thought. 

Mr. O’Neill started out by comment- 
ing sharply on insurance agents who do 
not take the trouble to learn. how auto 
insurance rates are made and who take 
public positions against those held by in- 
surance companies. 

He sailed into the politicians of Mas- 
sachusetts for putting pressure to bear 
on the former insurance commissioner 
of that state in order to prevent higher 
automobile insurance rates to be pro- 
mulgated, and he made a plea for some 
kind of a bureau in automobile insur- 
ance, in fact all through casualty insur- 
ance, so that safety devices could be in- 
spected and encouraged. 

He also criticized companies for pull- 
ing out of Massachusetts publicly. In 
his opinion there must be a show-down 
about the compulsory automobile insur- 
ance act and insurance companies must 
fight for their views. 


Fling at W. B. Joyce 

This was taken to be a fling at Will- 
iam B. Joyce, chairman of the board 
of the National Surety and New York 
Indemnity, because the New York In- 
demnity withdrew from writing automo- 
bile liability in Massachusetts with a 
telegram sent to a state official. Mr. 
O'Neill said in part: 

“At this moment the public is in ig- 
norance of our business, and a little sus- 
Picious about it, although there can be 
no question that almost any man here 
can sell a policy wrapped up so that the 
public could not read the contract with- 
out opening it and the average man 
would not think of looking inside. This 
is because of the confidence that the 
customer has in you. But this situation 
can only continue if we face the public 
with a common front and merit that con- 
fidence by our practices. 

“We have built up in a short time in 
this country a casualty premium income 
of hundreds of millions of dollars and 
have passed the fire insurance premium 


Volume, although fire insurance has been | 


Sperated in this country for many, 
many generations. Now you would think 
that a business which has grown so 
quickly to such tremendous proportions 
would not have anything the matter with 
it, but such is not the case. 

“The fact is, that casualty insurance 
‘annot continue to grow in the next few 
years as fast as it has been growing 
for g¢ veral reasons. One is_ that the 
competition is keener. There are more 
‘companies and so it is up to us not 


merely to sell our policies to the public, 
but to sell our business likewise. 
Seeks Agents’ Co-operation 
“Now I want to talk to you a little 
about rate-making. The average agent 
does not understand how rates are made, 
especially in connection with the auto- 
mobile business. We think the rates are 
made scientifically for the main, but 
maybe you have some suggestions to 
offer. It is your duty to appoint a com- 
mittee and give us the benefit of your 
views so that if there is any improve- 
ment to be made we will at least have 
your suggestions for consideration.” 
When Mr. O’Neill made this sugges- 
tion the room broke into applause as 
the National Association has for years 
fought for the principle that there should 
be more conferences between companies 
and agents in important insurance legis- 
lation by companies or bureaus. Mr. 
O’Neill said that rate making that was 
satisfactory 1 
difficult. 
Once he went to 


to agents was extremely 
Buffalo after rates 
were advanced and as a company execu- 


tive he was hauled over the coals. Later 


he went to Los Angeles-vhere rates were * 


lowered and agents there complained 
that he meant a cut in their premium 
income. 

In Wisconsin Mr. O’Neill was in the 
insurance commissioner’s office when the 
latter received a ‘phone message asking 
the department to hold up a rate in- 
crease for the state which the bureau 
has made. He said that in New Hamp- 
shire insurance agents were responsible 
for,the commissioner refusing for the 
time being to permit a rate increase to 
be made. 

In Massachusetts an agent wrote a 
seven column letter to a Springfield 
newspaper which was’ag/ainst the com- 
panies in, its tone, indicting the com- 
panies because the agent alleged they 
did not take consideration 
in rate making. 

Tells How Rates Are Made 


Pounding his fists Mr. O'Neill told 
briefly how rates were made. He il- 
lustrated how reserves must be 50% of 
the premiums and described the different 
loadings for production, for handling 
claims, for administration, for taxes and 
also a loading of more than 1% for in- 
spection and bureau expense. 
ing he said: 

“Now, if that is the wrong way to 
make rates, come to New York and give 
us your suggestions for improvements. 
It is up to you to back up the com- 
panies. Instead of trying to induce 
commissioners to make rate promulga- 
tions ineffective, it is your duty to sup- 
port us with all of your power and in- 


of reserves 


Continu- 


_ fluence and only in that. way. will the 


public have confidence in your business.” 
The speaker then told how important 


bureau membership is to the safe con- 
duct of the business and how certain 
companies use the brains and rates of 
the bureau and simply cut 2 or 3% off 
the promulgated rates. They ducked the 
responsibility and expense and took the 
advantage of the co-operative work and 
enjoyed themselves on the side lines. 
Mr. O'Neill said he did not think agents 
should give business to such companies. 

He declared he favored the agent get- 
ting a living wage and the agents should 
help the companies give it to them by 
supporting the companies which co-oper- 
ated for the general good of the busi- 
ness. 

Taking up the subject of compulsory 
automobile insurance Mr. O’Neill pointed 
out the fallacies of those who argued 
in advance that such acts would bring 


about almost millennium by cutting 
down the number of accidents and 
claims. Both had been increased. 


The failure of the compulsory act of 
Massachusetts would be widespread in 
its result. The speaker did not believe 
that after the Massachusetts example 
there would be any similar legislation 
for a year or two at least as the public 
had become wise to the defects 
failure of the law. 

Why Mass. Law Failed 

Agents had a responsibility which they 
should not overlook. In Massachusetts 
only 35% of the cars were insured. That 
was an indictment of the business espe- 
cially when insurance has something to 
sell which is too universally wanted. 
The agents must find some way to sell 
more car owners. 

Mr. O’Neill gave several instances 
showing why the law in Massachusetts 
had not succeeded in keeping reckless 
drivers off the road. 

He told of a motorcyclist who had 
been arrested time and time again but 
kept getting free because of politics or 
possibly he got a small fine. Finally he 
skidded and a girl riding on the motor- 
cycle with him was killed. The Royal 
Indemnity had to pay for this girl’s 
death. 


and 


Mr. O'Neill asked indignantly if such a 
law was not a joke when a reckless 
speeder of this type arrested time and 
time again could continue to speed along 
the highways. “If that man can keep 
his license anyone can,” he said. 

After’ discussing ex-Commissioner 
Monk’s attempt to fight politicians head- 
ed by the governor in the matter of the 
new rates he wanted to promulgate, Mr. 
O’Neill said that this was a situation so 
critical that insurance men should not 
ignore it or temporize. It is a time for 
the clearest headed thinking, he declared. 

He said the companies must fight for 
their principles and he thought the Will- 
iam B. Joyce telegram to the governor 
of Massachusetts was a mistake. He 
said that at the present time there may 
be no rates covering 
Massachusetts, at 


cars in 
that is what 
counsel for the companies says. But, 
Mr. O’Neill thinks the companies should 
fight to have the Monk rates put into 
effect, because if the companies with- 
draw and stop writing automobile lia- 


motor 
least 


bility insurance in Massachusetts the 
public will think the companies put 
something over on_ them, 


“ur 


They will say the companies endeav- 
ored to get higher rates and when they 


could not accomplish this they pulled 
out.” 
Fight for New Rates in Mass. 

Mr. O’Neill said a committee of seven 
has been appointed to handle the situa- 
tion. The mutual companies are co-op- 
erating with the stock companies. It 
may be necessary to go to court and to 
mandamus the‘ insurance commissioner 
for a new set of rates. 

‘Yaking up the subject of accidents and 
liability Mr. O’Neill said he had heard 
of a suggestion which at first did not 
appeal to him but it has been growing 
on him. It was to the effect that a 
man without insurance should have on 
the front of his car the words “Unin- 
sured Driver.” “Thus you will have a 
highway outcast and it will also give 
you fellows a good tip for leads.” 

In discussing publicity and how car 
insurance can be made more popular 
Mr. O'Neill said: 

“We can make our policies more at- 
tractive. | confess | do not know how, 
but we are open to suggestions. There 
may be something in the partial pre- 
mium plan, too. | 
against that. 


am not seriously 
There might be considera- 
tion given of a plan to give the driver 
who has no accidents during the year 
kind of a that 
would be an incentive for him. 
“In the rapid growth of our business 
we have done nothing in regard to form- 
ing such an organization as the Under- 
writers Laboratories in 


some bonus so there 


fire insurance. 
This would be a body to study the new 
apparatus which goes into the cars and 
to put the seal of approval on those 
worthy of recommendation. 

“T heard of an inventor in Berlin who 
has patented a bumper equipped with 
which an automobile can bump into a 
building while the car is going fast and 
there is no damage. If that invention is 
good it would be worth hundreds of 
thousands of dollars to the companies 
writing car insurance. 

“Tl have heard of a new device which 
will stop skidding. It may not be ef- 
fective, but some day there will be such 
an invention. We 
ganization to encourage and investigate 
these inventive projects and also a fleet 
of engineers who can go to a city and 
explain rate advances by digging up the 
facts and figures of the experiences 
which caused the advance to be made. 

“You will thus see that in my opinion 


should have an or- 


we are in a situation where we must go 
forward or backward. 
a crucial period.” 


We have reached 


Firemen’s License 
(Continued from page 11) 

plete realization that its days could not 
extend in March 
31, 1928.” 

Continuing, the commissioner says: 

“There the soundest reasons un- 
derlying the enactment of the resident 
agents 


any event later than 


are 
act. Those reasons pertain to 
the necessary protection of the public 
of this state who do business with for- 
eign insurance companies. A flouting of 
those laws is striking at the foundation 
of the control of this department whose 
principal duty is the protection of the 
public interests. It is, therefore, ordered 
that the license of the Firemen’s in 
South Carolina be revoked.” 
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Gandy Peps Up Topic 
Of Full Membership 


AGENTS MUST STICK TOGETHER 








for local boards. I don’t believe there 
is a man present who can give me even 
one sound argument against this co-ex- 
tensive idea. Then why not let us put 
it into practice by the very simple ex- 


Clancy’s Report On 
Competitive Conditions 


IN CASUALTY - SURETY FIELD 














out that they were either being orgai;- 
ized by fire companies or the fire con - 
panies were linking up with an indem- 
nity company for the purpose of issuing 
joint policies. “This situation,” declared 


pedient of amending our by-laws, re- Mr. Clancy, “has led to the creation { SA‘ 
Alabama Agent Tells Convention Co- quiring as a condition preccdent to mem- Suegests That National Association additional spectre apne alrea ¥ 
. ° bership that an agent shall be a mem- A established agents and companies aid Vet: 
Extensive Membership Is Absolutely : : , Watch Particularly Contract Bond h is “ill 1 ; Su 
Raita 66 Meese ber in good standing of a local board, Rate Cutting in Mid-West such competition will sooner or later be 
provided of course there is a local board ae felt in a decrease in premiums on ic 
Charles L. Gandy of Birmingham, Ala., in his community. Similarly the local The report of P. J. Clancy, chairman — of its spreading over a wider field.’ 
.: 4 ial acs Shenmin es board by-laws should require that every 4 : Mr. Clancy urged that the executive G 
president of the Alabama Association of ’ of the casualty and surety committee, - se : ee ; 
member shall become a member of the : ‘ committee make a special study of this of 
Insurance Agents, a member of the ex-  —— sat! . N concerned itself largely with the advent diuntion tits tee Gide debe sie 
ecutive committee of the National As- State association, and thereby of the Na- of the many new casualty and surety Ree oe tage . the 
sociation, and a livewire wherever he is, tional Association. companies in the field since the last Continuing his report said: “Up to tab 
put over a good talk at the Thursday “The constitution of my state asso- meeting of the association. He pointed the present time the casualty and suic- 4 
morning session of the convention on the ¢ciation contains the provision suggested ty companies have used their efforts na 
oft-discussed subject of cohesion and co- above, and it has worked wonders in year development program, and when it mainly in educating the agents and lie of 
extcnsive membership. The topic is far strengthcning the local boards through- becomes general in this country you are public to the necessity of liability and i 
from new, but is one the National As- cut Alabama. Such a provisian is abso- going to see in the National Association Surety Coverage, So the results so far by a ‘ 
sociation is still working on and it se-  lutely imperative. Wouldn’t it be a very of insurance agents an organization creasing competition in the field has ie 
lected Mr. Gandy to present it to the sorry spectacle if a slippery elm agent strong enough to cope with any prob- been an advantage rather than a dis- feo 
convention with his fresh viewpoint. He in Birmingham, too crooked for admis- lem which may confront the agents of advantage to the agents in giving a more in f 
has been working for co-extensive mem-  sicn_ into the Birmingham Insurance America, it matters not what that prob- liberal education to the public on liabil- gru 
bership for five years or more and knows Exchange, were permitted to flaunt a lem may be. The way to bring about 'Y and corporate surety lines. pens 
what he is talking about. Here are some membership card in the Alabama Asso- this happy situation is for you and me “It is true that in some sections of is 
of his remarks: ciation, the presumed parent of the Ex- to immediately set to work in our re- the country this competition has brought itsel 
“The National Association has long ad- change? ) ; spective states, and keep at it until the about some demoralization of rates and préte 
vertised that its prime purpose is ‘to “Many states now have this constitu- job is finished. cultivated rebating. This particularly sis 
support right principles and oppose bad tional provision, All ought to have it, “Now as to ‘cohesion,’ it wasn’t set applics to contract bonds. This situa- wear 
practices in underwriting.’ That is es- and we should set to work immediately down in my subject merely because it tion seems to be more acute in the pene 
sentially the object of every state asso- to prove the justice of this proposition blends nicely with ‘co-extensive,’ for it middle-west, particularly due to the fact Vl 
ciation, and if it isn’t the purpose of — to indiv-dual board members so that the has a real meaning. It means briefly that there are no anti-rebate or qualifi- ; 
yeur local board, then you've got a hell- boards will, of their own accord, amend ‘the act of sticking together.’ And if cation laws on the statute books of many In 
uva board and it ought to be immedi- their constitutions and thus complete the there be a group of individuals on the of these states. The companies them- ager 
ately disorganized. The object of all triumvirate, at the same time recipro- face of this earth that need to stick to- selves have become more liberal in their pani 
three (boards, state and national asso- cating the recognition already accorded 


ciations) being the same, why should 
not the membership be co-extensive ? 
That the membership shculd be co-ex- 
tensive seems as apparent as the need 


them by the state associations. 

“In my humble opinion the bringing 
about of co-extensive membership is one 
of the most important aims of the five- 


eether, it is the insurance agents of these 
United States. If there is a business that 
presents more volume or varieties of 
problems than ours, then I'll swear I 
don’t want to get into it.” 











contract bond underwriting, in fact there 
is a growing sentiment that authoriza- 
tions are being increased without due re- 
gard to qualification of the principal, 
either financially or as to ability.” 




















Bonds and Stocks... 
Premiums and Accounts Receivable 


Reinsurance Receivable . . 


American Equitable Assurance Company 


of New York 


92 WILLIAM STREET 


JULY IST, 1928, STATEMENT 


ASSETS 
saecscesss SEMA ROTOD 
386,896.96 
89,542.10 
3,364.74 
.. 2,398,998.18 





$8,506,689.00 








LIABILITIES 


Reserve for Unearned Premiums . . $1,906,085.43 

Reserve for Losses.............. 

Reserve for all other Liabilities. . . 

Reserve for Contingencies. ....... 1,0C0,000.00 
Capital .........$2,000,000.00 

vee ee 25526,090.54 


Surplus .... 


Surplus to Policyholders......... 4,526,090.54 





Losses Paid Since Organization Exceed $20,000,000 





CORROON & REYNOLDS, Inc. 


Manager 
92 William Street, New York City 


308,326.60 
766,186.43 





$8,506,689.00 
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Markham Would End 
Multiple Agencies 


SAYS THEY BREED DISLOYALTY 
Veteran St. Louis Agent Would Outlaw 
Such Agencies From Insurance; Says 
Companies Agree 


George D. Markham of St. Louis, one 
of ihe most beloved members of the Na- 
tonal Association, and a past president of 
the organization, made a plea for re-es- 
tablished loyalty on the part of both local 
agents and companies in a talk he deliv- 
ered before the Thursday morning session 
of tie convention. He contended that the 
present lack of loyalty, where it does ex- 
ist, ts the result of multiple agencies 
Agents, feeling that their companies hone 
al other local men writing for them 
in the same territory, cannot but be dis- 
gruntled and this dissatisfaction is war- 
yanted, in the opinion of Mr. Markham, 
who asks that the insurance business rid 
itsel/ of this “destructive and wasteful 
praclice which has had only a mere thirty 
years’ sway over us.” The speaker's many 
years It insurance have given him a tre- 
mendous barkground of experience. 

Mr. Markham’s remarks follow in part: 


SCTE 


In most localities, where the local 
agent is still the sole agent of his com- 
panics his loyalty is as fine as ever. 





GEORGE D. MARKHAM 


Whatever diminution there is, if any, 
can be traced to the contagion of indif- 
ference which has spread from towns 
where the agents have been released 
from loyalty because their companies 
have split up their agencies among two 
or more appointees for the same com- 
pany. Inasmuch as the example of these 
large town agents has considerable in- 
fluence (as the other agents meet them, 
study them and sometimes imitate them) 
ther may be a spread of multiple agents’ 
indifference into some sole agencies. 
Free of Contamination 





But most of the men in this conven- 
tion are free of the multiple agency con- 
tamination and are loyal and devoted 
servants of their companies. It is in the 
large premium localities that agents’ loy- 
alty is weak and must be strengthened. 
The large town agent can be of great- 
est scrvice. All the agents in a state 
are needed to shape a kindly public 
opinion, to guard against hostile legisla- 
tion to fight mutuals and reciprocals and 
to advance fire and accident prevention 
Work; but the large town agent should 
lead in these activities, bringing his 
Wider ’ experience and ampler means to 
the lotterment of the business. But 
“all ‘(n we expect to find the large town 
agent zealous in the service of the busi- 
Ness as a whole if he has been taught 
to be self-centered and selfish in his own 
agency ? 


Once he was ahead of. his 


» brother agent in the small town in pro- 
fessional standards. What has changed 
him? 
Delegated Powers 

If a lawyer were asked what happened 
when “A” made “B” his agent he would 
answer that “A” authorized “B” to act 
for him because he trusted “B” to do 
as “A” wished; that “B”, in consenting 
to act as “A’s” agent undertook to ex- 
ercise his delegated powers with as much 
intelligence and loyalty as could be ex- 
pected of an honorable and careful man: 
The essence of a true agency is trust and 
reliance on the part of the principal and 
care and loyalty on the part of the 
agent. Originally it was this way in the 
relation of an insurance company and 
its agent. I remember that on two oc- 
casions, years ago, when companies were 
co nsidering the appointment of our agen- 
cy in St. Louis, the president of each 
company and the agency committee of 
his board of directors made the journey 
to visit us and satisfy themselves that 
we were worthy of the confidence of the 
company. 


It was a great shock and scandal when 
the first company split up its agency, 
lured thereto by the belief that the new- 
ly established rating machines were go- 
ing to make rates high enough to cover 
any losses. I remember that one man- 
ager said to me, when I deplored the 
loss of the agents’ care in taking risks, 
“You send in the business; we'll do the 
underwriting.” And, naturally, those 
fragments of agency appointments were 
not valued by agents as the sole agency 
had been, so the company soon had to 

weeten” them by increasing commis- 
sions where permissible or by greater 
laxity in underwriting. 

Fragments of Agents 


Never could the 


company | exercise 
much control or restraint over these 
fragmenes of agents. The multiple 


agency was wholly a demoralizing in- 
vention. And yet, one after the other, 
the companies were forced to follow the 
original leaders into this destructive 
practice of splitting up the agency ap- 
pointment. 

Today, when “everybody’s doing it” it 
has lost the only justification it ever had, 
—to get a larger share of the business. 
Yet it has been so long the practice in 
large-premium towns that a generation 
of agents have grown up who have 
known nothing else, many of whom like 
the multiple agency system because it 
furnishes a wide-open and careless mar- 
ket in which to place questionable risks. 
Such agents unite with managers who 
prefer the solicitor type of representa- 
tive to belittle and oppose the rising de- 
mand for the outlawing of the split 
agency. 

Both of these groups dislike a return 
to the true agency relation requiring 
confidence, trust and reliance from the 
principal and responsibility, loyalty and 
zealous service from the agent. 

Can Be Outlawed 


And yet the split agency practice can 
be outlawed over the opposition of these 
gentlemen if that is what should be 
done. A dozen leading companies, to- 
gether with our National Association of 
Insurance Agents, can accomplish this 
reform. A large majority of managers 
are now convinced that multiple agen- 
cies never increased the total of premi- 
ums in any town but only affected dis- 
tribution of that total, and that a re- 
turn to sole agencies, if universal, would 
not greatly change any company’s share; 
that the business would be done more 
safely, and more economically; that 
losses would be less; that adjustments 
would be closer, and that their sole 
agents would defend them more zealous- 
ly and would work for them in every 
way with old time loyalty. Opinion 
amongst managers is ripe; all that is 
needed is a plan which looks feasible 
and some earnest leaders. 

But our association must encourage 
the managers. We must bear witness 
that the reason for deficient loyalty 
amongst agents is the multiple agency 


Lists Mediums For 
Educating The Agent 


FACILITIES ARE INCREASING 
George A. Caldwell of Knoxville Says 
Many Avenues for Better Knowledge 

Are Open to Agents 
Education of the local agent is 
ing the attention of the whole 





engag- 
business 


of fire and casualty insurance. Agents’ 
organizations, company boards and 
groups, schools and universities are all 


playing a part now in the big movement 
to facilitate the means by which agents 
can increase their knowledge of their own 
business and of the needs of the insuring 


public. George A. Caldwell, Knoxville, 
Tenn., president of the Tennessee Asso- 
ciation of Insurance Agents, made a 
lengthy presentation of this subject be- 


fore the convention Thursday morning. 

In his treatise Mr. Caldwell said local 
agents should know the fundamentals of 
the history of insurance, the theory of 
insurance itself, rate-making, financial 
methods and operation, selling and of- 
fice efficiency methods. To acquire this 
knowledge the speaker suggests local 
group institutes and insurance societies, 
general agency schools, colleges where in- 
surance courses are given, high school 
courses and insurance conventions where 
the programs are largely educational and 
inspirational. 

Mr. Caldwell’s address follows in part: 

What can the National Association do 
to advance the education and training of 
agents? 

First, we can analyze the needs in edu- 
cational fields by subjects. We = all 
realize the necessity of some action along 
this line. We will have able support 
from the companies and from the edu- 
cational institutions. Past President 
James L. Case has been working on this 
subject for several years, and has accom- 
plished wonders in making contacts with 
the educational institutions of our coun- 


try. The Insurance Institute of Amer- 
ica publishes a syllabus of insurance 
courses, listing the publications to be 


read in studying the different branches 
of insurance. This course places data in 
the hands of any agent, with the use of 
which he can prepare a lecture on any 
subject and all of the subjects discussed 
in this portion of my talk are mentioned 
in the courses and outlined in this syl- 
labus. 
Boosts Insurance Institute 

This institute has done much to make 
available the material we now need in 
concrete form and it is up to our asso- 
ciation to point out where we are de- 
ficient or lacking in the right kinds of 
material for our education. 

The history and development of insur- 
ance is a big subject as are all of the 
subjects I am naming hereafter. 

The theory of insurance is necessary 
for the understanding of competent un- 
derwriting, the agent is seriously handi- 
capped by the lack of knowledge of this 
important subject. 

Rate making is the practical end of 


this question, and our agents are very 
slow to discuss this subject, and I be- 
lieve a little more education on this 


point would make us of much more as- 








abuse. We must assure these managers 
that the great body of American agents 
would welcome the return to the old- 
time, loyal, true agency relation. Let 
us ask our national officers to carry this 
word to the National Board of Fire Un- 
derwriters and tender our full and cor- 
dial assistance in any plan to outlaw the 
multiple agency. 

If the United States can lead all the 
other countries into a pact to outlaw 
war, that course which has destroyed 
mankind since the dawn of time, how ab- 
surd it is to sav that the insurance busi- 
ness cannot rid itself of a destructive 
and wasteful practice which has had only 
a mere thirty years sway over us. The 
only question is are the leading com- 
panies ready to act! 


sistance to our companies in seeing that 
proper rates were had. 

Financial methods and operation. The 
companies pay men larger salaries to 
handle the financial end of the business 
than they pay men who have charge of 
the production and underwriting. Why 
is this? The financing is one of the 
most important parts of the insurance 
companics’ business and every agent 
should be familiar with the broad princi- 
ple involved, our association can get their 
material available for our use. 

Schools of Selling 

Selling: Salesmanship is 
many universities today 
offered fit the insurance agent as well 
as many other lines of salesmanship. 
Why not a definite course on fire and 
casualty insurance salesmanship ? 

1 am not going to discuss this at 
length, but | do want to mention ad- 
vertising in this ecconnection as one of 


taught in 
and the courses 


the aids to salesmanship. This subject 
will be touched on by others, but I do 
want to mention the great assistance 
being rendered by the National Associa- 
tion on this phase of our work, you are 
all familiar with it. 

Office efficicncy methods: This sub- 


ject can be divided into three divisions, 
accounting, office layout and forms. 
These features have been developed by 
our association and we are all familiar 
with the wonderful help it has been to 
our agencies. This is a very tangible 
evidence of what our association can do 
when we try. Our association should 
go further and analyze the methods of 
promoting the educational work as well 
as outl:ning the opportunities for educa- 
tion. 

Local group institutes and insurance 
societies will reach more of our people 
and will be of more: direct benefit to the 
present membership of our organization 
than any other methed of promoting this 
work. Our local boards are not living up 
to their opportunities. 

We have in our state association 
cently been discussing ways of creating 
interest in the lecal board meetings 
through a series of lectures on subjects 
of interest to insurance men. Our spe- 
cial agents can be used to good advan- 
tage on this method. Our fire preven- 
tion men are glad to talk on their prob- 
lems any time and we need all they 
can tell us. 

Many of our gencral agencies are Hold- 


Fe- 


ing daily or weekly meetings of their 
office force, and they would welcome 
any outline of study we could bring 
them. There is a wide field for our as- 


sociation in the development of this part 
of our work. 
Colleges and Universities 

Our colleges and universities are just 
beginning to feel out this class of study. 
I have recently assisted in our 
state university at Knoxville in 
started a class in insurance. 
of the students think they are going to 
study life insurance, but the courses as 
developed touch all phases of the sub- 
ject. Our abilities are limited however, 
until someone can produce a definite 
course of study available in text book 
form. 

High school study of insurance as a 
profession would be the forerunner of 
the university courses. This work could 
hardly be started as a course of study 
in insurance because the average high 
school student has not definitely de- 
cided his life vocation, but a contact 
through our local association with the 
high school student by a brief discussion 
of insurance questions and other sub- 


own 
getting 
I find most 


jects of interest to the high school stu- 
dent, will bring the question of insur- 
ance as a profession to their attention 
in such a way as to interest them and 
make them more ready to accept the 
courses when they do reach the univer- 
sity. 

These talks should encourage boys 
and girls to take up the study of in- 
surance, tell them the opportunities in 
the work, ans let these tallks be by in- 
surance men who have made a success 
in their own business. Our local as- 


sociations could direct this work. 
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BANKERS INDEMNITY INSURANCE COMPANY | 
=a ge iE 
Te: 
Th 
pe 
31 CLINTON STREET Pr 
NEWARK, NEW JERSEY = 
cre 
Wi 
The Bankers Indemnity Insurance Company was organized in the spring of 1926 with a capital = 
of $500,000.00 and with a surplus of $1,000,000.00. In November, 1927, there was paid in an ad- ere 
ditional $1,250,000.00, of which $500,000.00 was applied to capital and $750,000.00 to surplus. of 
The company is now operating in the States of Rhode Island, Connecticut, New Jersey, Pennsylvania, f 
Delaware, Maryland, West Virginia, Ohio, Indiana, Illinois, Michigan, Wisconsin, Minnesota, Iowa, fl 
North Dakota, South Dakota, California, Georgia, Alabama, Vermont and the District of Columbia. ow 
. . . ot 
We are now preparing to enter the States of Colorado, Maine and New Hampshire. is 
679 
SAFER PROTECTION ie 
wit 
The company made a departure from established custom by making the minimum standard limits, oo 
$7,500 /15,000 for bodily injury and $1,500 property damage liability without any increase in pre- Nr 
mium over what is ordinarily charged for $5,000/10,000, and $1,000 limits respectively. This : 
removes the policyholder from the danger zone to the safety zone. These limits apply to all classes aft 
of public liability except public passenger carrying vehicles and elevators. ha 
exis 
The company is writing: Sta 
Automobile Liability—Bodily Injuries yon 
Automobile Property Damage Liability an¢ 
Automobile Collision the 
Automobile Plate Glass Breakage ar 
Automobile Personal Accident an 
Teams Liability boa 
W orkmen’s Compensation eve 
Owners’, Landlords’ and Tenants’ Liability = 
Golfers and Sports Liability : 
Manufacturers’ and Contractors’ Public Liability * 
Plate Glass Insurance 
Personal Accident and Health : ; 
Burglary the 
pre 
deli 
. Itie: 
This is the second calendar year of our operations and the indications are that our premium writ- im 
ings will be approximately $2,500,000.00. i 
Si 
ms 
e ee 
‘ is 
Vice President and General Manager. _ 
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“\ 
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New Hampshire Wins 
President’s Cup 


110% MEMBERSHIP INCREASE 
New Jersey Close Second in This Cam- 
paign; National Ass’n Membership 


Now 11,025 


‘he membership of the National As- 
soc ation of Insurance Agents on Sep- 
tember 1 of this year was 11,025, an in- 
crease of 1,634, or 17.4% in the course of 
twiive months, Ezra M. Sparlin, chair- 
ma of the membership committee re- 
povied to the convention at the session 
Thirsday morning. 

“The state which showed the largest 
percentage of increase in membership is 
New Hampshire,” Mr. Sparlin — said, 
“vhich is, therefore, the winner of the 
Prcsident’s cup. On September 1, 1927, 
New Hampshire had 101 members and 
on August 31, 1928, 213, which is an in- 
crease of 112 members or 110.8% gain. 
We wish to extend to the officers, mem- 
bership committee and leaders of the 
state of New Hampshire the hearty con- 
ulations of the National Association, 
and to say to you that we are all proud 
of your achievement. 

“New Hampshire was hard pushed by 
New Jersey, which shows an increase 
of 96.8%. Numerically the largest state 
association on August 31, 1928, is my 
own state, New York, with a membership 
of 910. Next is Ohio with 805. Third 
is New Jersey with a membership of 
679. 

“The membership committee this year 
was organized on somewhat different 
lines than in former years in accordance 
with the recommendations of the com- 
mittee last year. It had a general chair- 
man and a member from each state, the 
chairman of the state membership com- 
mittee. This has proven to be an ex- 
cellent plan, for it gives the national 
committee a working member who looks 
after the membership of his own state. 

“The major objectives for the year 
have been concentrated in the following: 

“1. To make the members of every 
existing local board coextensive with the 
State and National Associations. 

“2. To establish a local board in every 
town and city where none existed and to 
make its members members of the State 
and National Associations. 

“3. To organize county boards along 
the same lines where towns are not large 
enough to form a local board. 

“4. To retain all the members in es- 
tablished local boards. 

“5. To secure new members in such 
boards. 

“To assist in attaining these ubiectives 
every state should have a membership 
committee and a new board’s committee. 
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FIRE PREVENTION REPORT 


E. J. Cole Urges Every Agent To Aid 
Drive To Maintain The Present Re- 
duction In Fire Losses 
Edwin J. Cole, of Fall River, Mass., 
a leader in insurance agents’ circles in 
the Bay State, and chairman of the fire 
prevention and conservation committee, 
delivered his report on prevention activ- 


ities at the Friday session of the con- 
vention. He said in part: “For the first 
time in seven years we are able to pre- 
sent 2 report showing a downward trend 
in the fire losses of the country. This 
ls a \ery encouraging sign and gives us 
Mucli encouragement to face the future 
but ‘here must be no relaxation in our 
effor's in fire prevention to bring about 
much) better results. 

at National Association of Insur- 
ance Agents has constantly recognized 
‘ts r sponsibility to assist in a practical 
mantcr to check the drain on our coun- 
try’s resources caused by the deplorable 
and :nenviable world record the United 
Stat: has attained in wasteful fire loss- 
&s, porticularly in the last decade. 
Pl : en we realize that this extrava- 

n 


nd 85% preventable fire waste has 


steadily increased from $258,377,000 in 


- 1916 to $560,548,000 in 1926 an unparal- 


leled increase of 116% during the pe- 
riod named, it is no wonder that our 
organization should use every efficient 
means within its power to assist in bring- 
ing about a change. 

“Our fire prevention committee was 
fully aware of conditions and labored 
diligently and zealously to stem the tide 
of increasing fire losses and to arouse 
the public conscience to a realization of 
the situation. 

“Fire Prevention Week in 1928 is Oc- 
tober 7 to 13 inclusive, but always have 
in mind our Association slogan, ‘Make 
Every Day Fire Prevention and Con- 
servation Day.’ A survey of conditions 
in every city and town should be se- 
cured and the local commitee, acting with 
Chambers of Commerce and all other 
effective local organizations should co- 
operate in an endeavor to bring about 
better conditions. 

“Your committee, with the assistance 
of the 278 key men of this Association, 
organized through the splendid and suc- 
cessful cfforts of the committee on pub- 
lic relations and education headed by 
Earl E. Fisk, chairman, and scattered 
through the entire territory, is prepared 
to assist every State Association in this 
work and provide speakers if desircd. 

Relatively speaking, all problems in- 
volving fire hazards are local and can 
best be handled through local means if 
well directed and conscientious me‘hods 
are used. 

“Here is a challenge to every local 

‘ a 
agent. He must constantly justify his 
existence in the eyes of the public. He 
must be something more than a premium 
collector and a policy writer. He must 
render to the public every consistent 
service, especially that form of service 
— will tend to reduce the insurance 
cost. 





BACKS COMMERCE CHAMBERS 


J. Heber Hudson Says Progressive Men 
of Today Support Civic Organiza- 
tions of the Country 

J. Heber Hudson of Chicago, director 
of the mercantile affairs department of 
the Illinois Chamber of Commerce, pro- 
vided the fun for those at the get- 
together dinner in the Atrium of the 
West Baden Springs Hotel on Tuesday 
evening with a long talk in which he 
constantly interspersed humor with 
homely philosophy. He dwelt for a 
moment on the serious side when he 
urged agents to join their local civic or- 
ganizations such as chambers of com- 

merce. 


“Times have changed in America,” said 
Mr. Hudson. “Modes and methods of 
doing business have undergone a greater 
change in the last ten years, than in the 
preceding fifty years. This is the day of 
efficiency, the day of progress, the day 
of the go-getter, the day when the man 
who watches the clock will soon be 
where there is no clock to watch, the 
day of new ideas and ideals, the day 
of co-operation, the day of organization, 
the day when business men band them- 
selves together in the interest of prog- 
ress. We are still going to school. 

“The successful business man of today 
keeps in step with progress. He knows 
what’s going on in the world. He goes 
to school every day. He belongs to 
trade associations in the interest of his 
own business, trade associations, cham- 
bers of commerce, and the various civic 
organizations are largely responsible for 
the industrial and commercial growth 
and progress of America. Business men 
have learned that a twenty mule team 
can pull a bigger and heavier load than 
one poor tired plug so they have got- 
ten together as I say through chambers 
of commerce and organizations of va- 
rious types for the purpose of learning 
how, of learning from the other fellow, 
of working together for their protection 
and for their own improvement and bet- 
terment.” 


Simplified Analysis 
Of Fire Rate Making 


TALK GIVEN BY O. M. SPAID 


Member of Indiana General Agency 
Says Public Must Have Knowledge 
of Rating Factors 


A simplified analysis of the analytic 
system for the measurement of relative 
fire hazards was presented to the con- 
vention Thursday by O. M. Spaid, man- 
ager of the fire insurance division of the 
D. Sherman Ellison insurance agency of 





O. M. SPAID 


South Bend, Ind. His purpose in pre- 
senting the talk was to give the local 
agents a means for describing to their 
assureds rating methods without resort- 
ing to technical phraseology. He feels 
there is a necessity for educating the 
general public on the ways of establish- 


O'Keeffe & Wells” 
Feature Aircraft 
Insurance Exhibit 


West Baden, Sept. 18—The first air- 
craft insurance exhibit at an insurance 
convention is being held here. It is the 


exhibit of O’Keeffe & Wells, an enter- 
prising local agency firm in Fort Wayne, 
Ind. O’Keeffe & Wells are state agents 
for the Transportation Insurance Co. 
and Transportation Indemnity Co., for 
Indiana. These are William H. McGee 
& Co. companies and the exhibit in- 
cludes a parachute and an 
dashboard with instruments. 

Mr. O’Keeffe has been in the insur- 
ance business twenty years and is en- 
thusiastic 


aeroplane 


about aeroplane insurance. He 
says it is now possible to get as many 
covers for aeroplanes as for automobiles. 

Edward D. Lawson, vice-president of 
the Transportation Insurance Co. is at- 
tending the convention. 





Travelers Fire To 
Co-Operate With 
Kansas City Board 


West Ind., Sept. 20—The 
Travelers Fire has agreed to be one of 
the companies to co-operate with the 
Kansas City Board in bringing about an 
improvement in conditions in Kansas 
City where board rules have not been 
generally observed. 


Jaden, 


lishing insurance rates, for a clear un- 
derstanding of a subject usually brings 
a friendly reaction, whereas hostility is 
often created through ignorance. 

Mr. Spaid was awarded at the out- 
set of his insurance career the first 
scholarship in Indiana given by the Fire 
Underwriters of the Northwest to the 
Armour Institute of Technology in the 
course of fire protection engineering. 
He was later connected with the In- 
diana Inspection Bureau in Indiana be- 
fore joining the D. Sherman 
general agency. 


Ellison 


“We, who are engaged in the agency 
or producing phase of the business,” said 
Mr. Spaid, “are often called upon to 
explain to a disgruntled and suspicious 
client, that his insurance rate is due en- 
tirely to the physical condition of his 
premises and that no personal, political 
or financial factors have any bearing. 
We are so intimately connected with the 
insurence business, that such an idea 
seems absurd, and we are inclined to 
pass it by with a gesture of disgust. 
Some of us, I am afraid, take the course 
of the least resistance and agree with our 
mistaken friends with the hope that in 
this way we can obtain their confidence 
and respect. This practice merely 
strengthens the beliefs of our suspicious 
clients and they then become prejudiced 
against fire insurance in general, from 
the president of the company to the 
agency solicitor.” 

Mr. Spaid then gave a short treatise 
on the theory of measuremenis and also 
an investigation of the possibility of 
measuring that which is called the fire 
hazard. He explained the underwriting 
theory of the four divisions of hazards, 
as recognized by the analytic system, 
viz. : protection, structure, occupancy, 
and exposure. 

“This completes my explanation of the 
Analytic System or that phase of insur- 
ance rating that comes under the divi- 
sion of co-existant relations. It has not 
been the purpose to convey a working 
knowledge of the schedule even if such 
were possible. If 1 have been able to 
leave the conviction in your minds that 
the method of establishing fire insurance 
rates results in a very equitable distri- 
bution of insurance cost then | shall feel 
satisfied for | know you will defend the 
system before your clients and stand up 
for the organization that makes the 
rates. How many times I have heard 
agents criticise the rating bureaus and 
make specific reference to some particu- 
lar risk. Supposing the inspector was 
a young fellow—supposing he did publish 
a rate of $3.00—he didn’t make the rates, 
he merely measured the risk with the 
scale or standard that was given him. 
Under the analytic system, the assured 
makes his own rate, and has only him- 
self or his neighbors to blame if his rate 


is high. 
“We hear with increasing frequency 
that the American agency system is 


doomed, and gentlemen, the American 
agency system is doomed unless we as 
agents recognize the importance of our 
relations with the insuring public. Ev- 
ery time you permit a client to feel he 
has been mistreated by the companies in 
any way that man goes either to the 
mutual market for his insurance or to the 
insurance broker. 

“We sympathize with the small mer- 
chant in his battle with the chain stores 
but I don’t believe there would be any 
chain stores today if the small merchants 
had co-operated in their buying and 
been efficient in their merchandising. 

“In the same way if it ever comes to 
pass that the stock fire insurance com- 
panies, through the pressure of compe- 
tition, find it necessary to seek other 
methods of acquisition, we have princi- 
pally ourselves to blame for not appre- 
ciating our position as representatives 


of the companies and for not defending 
their methods and practices. This knowl- 
edge of the insurance business is just 
as important as the details of policy- 
writing.” 
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Cites Essentials Of 
Agency Advertising 


LISTS EFFECTIVE METHODS 


Henry G. McMillan of Nashville Urges 
» Use of Newspapers, Direct Mail, 
Bill-Boards 
Agency advertising is always a_ live 
subject for discussion at agents’ conven- 


tions and here at West Baden the topic 


was handled by Henry G. McMillan, 
president of the Knoxville, Tenn., Insur- 
ance Exchange and a strong believer in 
the efficacy of local agents making good 
use of advertising media. His sugges- 
tions on what to use and how to use them, 
given Thursday morning, follow: 

There are four essentials to effective 
advertising : 

First—Attract favorable attention. 

Second 


Third—Create desire. 


\rouse interest. 


Fourth—Inspire decisions. 

The principal mediums used for adver- 
tising purposes are: 

Newspapers, 

Direct by mail, 

Bill-boards, 

Novelties, ete. 

Newspaper and periodical advertising 
are the most effective, and the most -eco- 
nomical—effective, because we accept as 
a fact that which we see in print. Eco- 
nomical, because it reaches the great- 
est number of people for the least pos- 
sible cost. 

We should be deeply grateful to our 
insurance companies who are now en- 
tering into a publicity campaign through 
the National Board in Missouri, Ohio, 
Pennsylvania and Virginia, and I hope 
that the local agents will appreciate their 
opportunity and supplement the compa- 
nies’ publicity with their own agency 
advertising. 

Various Advertising Mediums 

Direct by mail advertising is splendid, 
and should be used in’ supplementing 
\ttractive fold- 
ers are furnished by almost all of the 


newspaper advertising. 
companies. Bill-boards are very cffec- 
tive, and can be used to good effect by 
local agents. Novelties, such as rulers 
and pencils are good. Stickers can be 
made to carry an effective message. We 
have had blotters with us for ages. 
Every business man appreciates a fresh 
blotter, and you will be a welcome caller 
with a good supply of these in your 
hand. That is their chief function. We 
have used them to good effect by mail- 
ing them at regular intervals to a se- 
lect mailing list, which was to be fol- 
lowed up by a personal solicitation. | 
would advise the use of any and ail of 
these methods. 

“Places to get good copy’—The Na- 
tional Association is furnishing copy, the 
National Board of Fire Underwriters, 
and a great many of the fire, casualty 
and surety companies are maintaining 
well organized advertising departments 
that will gladly assist you to plan your 
advertising campaign in whatever me- 
dium you may desire to use. 

Good copy is easy to obtain, and we 
should use the available materials free- 
ly. The difference between advertising 
and non-advertising, is the difference 
between mediocrisy and success. There 
are large agencies in small towns and 
small agencies in large towns. Some 
form of advertising is the answer to the 
reason why. You may live in a small 
community where you have only a 
weekly paper. You possibly think you 
know every worthwhile person in the 
county,—You probably do, but you can- 


‘cial conditions. 


Go After $25,000,000 
Reward Urges St. John 


(Continued from Page 13) 


I could give you a complete recipe for 
success in your business, I would give 
it in this one sentence: Concentrate on 
the unwritten lines. 

“Included in the category of unwritten 
lines is, of course, the under-insurance 
of so many existing fidelity schedules 
and the great, great, many lines now 
non-cxistent,, that through the right ef- 
fort will become existent. During the 
past few years, many changes and im- 
provements have been made in the writ- 
ing of fidelity insurance. 

“You should scrutinize the needs of 
every customer on your booRs studying 
his business today, as compared with his 
requirements when his insurance was 
first written. As the insurance advisor 
of your clients, it is not only your privi- 
lege, but your duty to make this exami- 
nation and analysis. As a matter of 
fact, your client will be at once im- 
pressed with your interest in his af- 
fairs and your ability to prescribe for 
his insurance needs. Bear in mind that 
while the circumstances of the entire 
world have changed during the past ten 
years, with many more demands upon 
the pocketbook of every worker, with 
the value of the dollar shrunken im- 
measurably in many, many instances, the 
fidelity insurance of many of your own 
customers as carried today is precisely 
the same amount at which it was writ- 
ten ten years ago.” 

In Mr. St. John’s opinion the alert 
agent must be able to visualize the ex- 
treme possibilities of loss. He must be 
able to see the great danger to the busi- 
ness itself if not adequately protected 
by insurance against embezzlement, bur- 
glary, hold-up and all of the alarming 
hazards of present day industrial and so- 
Furthermore, the alert 
agent must build up a selling agency 
which will go out and “sell the idea” to 
hundreds and thousands of new pros- 
pects, rather than be content to renew 
existing policies and pick up a new client 
only occasionally. 

The speaker also stressed that the alert 
agent will not be content with a few 
newspaper advertiscments, a few circu- 
lar letters and casual personal contacts. 
He will not depend on these to bring 
business to his office. 

At the same time the alert agent rec- 
ognizes full well that if he enjoys an 
exclusive agency franchise from one of 
the larger companies of this country, he 
is possessed of a priceless asset, for in 
the insurance business as in no other 
line of trade, the company at its own 
expense furnishes the agent, who is the 
retailer dealer, with an entire stock of 
goods complete in every detail and ready 
to be sold to his customers. The num- 
ber of new lines initiated by the surety 
companies over the past few years has 
materially increased the size of this 
stock of goods. Only by the heartiest 
co-operation between agents and com- 
panies can this stock be retailed to the 
best advantage. 

Finally Mr. St. John said that agents 
unquestionably must study their business 
more closely. They must interest them- 
selves in the new lines and the new 
forms of coverages suggested and writ- 
ten by their companies. They must un- 
derstand these new forms so perfectly 
that they can sell the ideas to their cus- 
tomers just as soon as the new forms are 
available. 








not visit with them each week, nor can 
you see all of them possibly within a 
year, but you can take your friendly 
message of service to them each and 
every week in the year, through your 
weekly paper. 

Advertising is economical—this has 
been proven beyond a doubt. In fail- 


ing to use advertising, you fail to earn 
the best returns possible for your effort. 
Advertising helps you to hold the busi- 
ness you now have on your books. 














Its development has kept pace with 


NewarkK N.}J. 


the nation’s growth! 
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All Lines of Casualty Insurance 


Business Written 

$ 29,497.31 
1,232,207.45 
4,140,430.20 
9,345,246.55 
10,592,289.90 
12,082,037.50 


Fidelity and Surety Bonds 


Burglary Insurance 
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Globe & Rutgers 


FIRE INSURANCE COMPANY 
111 William St., New York City 
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ASSETS LIABILITIES 
Bonds and Mortgages....................-..- $ 149,834.90 NN istic des cincinnati cciacmnennateanseal $3,500,000.00 
U. & Laverty Bow... 519,200.00 
Government, City, Railroad and SUPPIUS nna nnannnnnenneeenneneeeeeeeeeereeen -- 29,514,599.03 
other Bonds and Stocks................ 67,965,477.50 Reinsurance Reserve ...................----- 21,794,727.64 
Cash in Banks and Office.................. 3,052,132.11 . . 
a L C f Adjust é.... 9,905,412.00 
| Premiums in Course of Collection... 8,309,190.10 “et 
| Interest Accrued ................... 143,939.12 Commissions and other Items.......... 6,974,000.00 
Reinsurance Recoverable on Paid Reserve for Taxes and Depreciation 8,505,000.00 
I iilacitniedcacaeciaciitenian 53,964.94 
| $80,193,738.67 $80,193,738.67 


Surplus to Policy Holders - - - $33,014,599.03 


Losses settled and paid since organization over $225,000,000 Losses settled and paid 1927 . . $21,408,822.82 


ISSUES POLICIES AGAINST 


Fire, Marine, Tornado, Earthquake, Flood, Hail, Explosion, Riot and Civil Commotion, 
Sprinkler Leakage, Inland Marine Transportation, Parcel Post, Automobile 


Agents in Canada, Manila, Shanghai, London and Principal European Cities 








E. C. Jameson, President . 
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| 
| Progress since Consolidation in 1899 


Assets Reserves Surplus 
fre eee eee $529,282.59 $26,832.54 $3,038.94 
ae se ssssicesninssicecillhinisacteilanspatisians 5,255,362.12 1,936,224.86 2,365,363.37 
eis I ciicissieschscasshinsia la Rah 42,765,374.55 16,593,764.16 11,361,311.89 
SN Re IN tists scores beadagnehlascnb ci 67,922,096.58 20,265,572.73 24,161,943.85 
Dec. 31, 1927....... cle lichcihcicehaslbinantaiciia 80,193,738.67 21,794,727.64 29,514,599.03 
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New Orleans Exchange and Maynard and 
McMillan, Knoxville, Win Ad Contests 





Advertisement Headed, “*To Men” of New Orleans Insurance 
Exchange, One of Best Pieces of Co-operative Publicity 
Ever Seen, Says Committee; Knoxville, Tenn., Agency 
Used Forceful Layouts; Fort Wayne Insurance Club and 
Hodnett, Co., Ine., Lineeln, Ill., Win Second Places 


West Ind., Sept. 20.—W. W. 
Ellis, of the public relations department 
Under- 


advertising 


Baden, 


National Board of Fire 
writers; W. W. 


manager of the Home of New York and 


of the 


Darrow, 


Young- 
\dver- 


com- 


affiliated companies, and C. C. 
green, head of the International 
tising Association, constituting a 
mittee of judges of the advertising con- 
National Asso- 


ciation of Insurance Agents, came to the 


test sponsored by the 


following conclusions: 


“In the division consisting of local 
boards or agents co-operating in news- 
paper advertising, we believe that such 
advertising must set forth the purposes 
and objcctives in clear, forceful and at- 
tractive displays and concise and infor- 
material. 


mative copy 


“In our opinion this is best accom- 
plished in the series of advertisements 
presented by the New Orleans Insurance 
The ad- 
vertisement headed, ‘To Men,’ compelled 


Exchange of New Orleans, La. 


our interest by its layout and is one of 


the best pieces of copy for its purpose 
that we have ever seen. 

“Second place goes to the Fort Wayne 
Insurance Club, Fort Wayne, Ind. By 
the judicious use of the National Asso- 
ciation emblem making for continuity 
and the careful choice of subjects, this 
campaign is made excellent for its pur- 
pose. 

“For its use of the space available, 
is made of the ex- 
hibit of the Green Bay Local Board of 
Green Bay, Wis. 


“ 


honorable mention 


By the studied use of its space in, a 
consistent campaign using forceful lay- 
outs and well chosen type faces, first 
place is won by the agency of Maynard 
& MeMillan, of Knoxville, Tenn. 

“Second place is awarded to the Hod- 
nett Co., Inc., Lincoln, Ill, for the way 
in which each advertisement had become 
a part of a well planned promotional 
campiign, 

“Hororable mention is made of the 
Insurance Service Agency, Inc., of Du- 
luth, Minn.” 


California Agents Are Well Intrenched 
In Controversy With the Bank of Italy 





Perey Ramsden Says Present Lull Is to Give Opportunity to 
Bank to Accept Adherence to Use of Regular Agency 
Channels; Coast Association Feels That Its Efforts Against 
Bank Agencies Have Averted a National Calamity; Finan- 
cial Support Is Given Freely 


West Baden, Sept. 20—The Bank of 
Italy situation was briefly discussed by 
President Percy Ramsden of the Cali- 


fornia Association this morning. He 
said in part: 

“The fight still continues and will con- 
tinue until definitely settled. While the 
California Association is giving the situ- 
ation constant attention and is diligent 
in its efforts, it has also adopted a con- 
ciliatory attitude feeling that this gigan- 
tic financial institution can be best 
served through regular agency channels. 

“Early this Bank of Italy 
National 
Fire Insurance Co. Certain developments 


year the 
interests acquired the Pacific 
are pending which may indicate to the 
bank that 


pany operations rather than agency com- 


interests adherence to com- 


missions is the proper course to pursue. 


However, this is not settled, and the 


fight may be on stronger than ever in 


the near future, or this issue may be 


settled. Offers of assistance have been 
made to us by certain business and fi- 
nancial groups if the fight continues, 
thus demonstrating that our principles 
are being espoused by others than our- 
selves. 
“Tt has 


omit 


been considered advisable to 


publicity during the past few 
months as the complete stery could not 
be told, and even now no statement other 
than this can be made, for obvious rea- 
Sons. 

“The California Association feels that 
by its action in combating the extension 
of bank agencies it has averted a calam- 
ity national in scope. Our organization 
has strengthened itself materially and 
now has a perfect setup in this fight. 
We have been loyally supported finan- 
cially by special assessments and the 
companies that withdrew from the bank 
agencies under the conference agreement 
a year ago, are still supporting the same 
principle.” 








Illinois Wins 
Attendance Cup; 
Mid-Year Meeting 


West Baden, Ind., Sept. 21—The Illi- 
nois Association won the cup for having 
the most members present. The mid- 


year meeting -will be held in Birming- 


ham, Ala. Los San 


next 


Angeles and An- 
annual 
The Los Angeles Associa- 
tion has appointed a committee of two, 
Sam Matt 


map out convention plans. 


tonio have asked for the 


convention. 
Behrendt and Mancha _ to 

A set of eight silver plates was pre- 
sented today to Eugene Harrington, re- 
tiring president, and Mrs. Harrington. 





Convention Sidelights 





West Baden, Ind., Sept. 20—Some dis- 
tinguished men were on the program of 
this convention of the National Associa- 
tion of Insurance Agents at the Thurs- 
day afternoon meeting. In order to in- 
sure a good attendance, the hotel agreed 


‘to close up the golf course for the after- 


noon. As far as anybody can remember, 
this is the first time that such an action 
has been taken by an insurance conven- 
tion hotel. 

The speakers so honored were: Wil- 
liam P. MacCracken, assistant secretary, 
Department of Commerce, in charge of 
aviation; Frank J. O'Neill, president of 
the Royal Indemnity and Eagle Indem- 


nity; Glenn Griswold, editor of the 
Chicago “Journal of Commerce,” and 
Horatio Barber, of Barber & Baldwin, 


New York City, aviation underwriters. 
Mr. MacCracken .changed 
Louisville, Ky., this morning and came 


cars at 


here by automobile. 
* *k x 

Frank Moses, who has just been made 
paid secretary of the Pennsylvania As- 
sociation of Insurance Agents, was for- 
merly a special agent of the National 
Unien- Fire. During the war he was a 
captain ‘in the army. He will 
diately start to put on a membership 
campaign. After being 
scme vears, the Pennsylvania Associa- 
tion started to grow a few years ago 
and is now a vital, growing organiza- 


adn, 


imme- 


moribund for 


* * * 


Arkansas agents who were divided into 
two factions following the fight of the 
National Association against the Fire- 
men’s of Newark, have buried the hatch- 
et. In the daily edition of “The Insur- 
ance Field,” the Arkansas Association of 
Insurance Agents ran the following ad- 
vertisement : 

“Reunited, the Arkansas Association 
of Insurance Agents is dedicated more 
firmly than ever to the principles and 
preservation of the American Agency 
System. To the National Association of 
Insurance Agents now assembled in an- 
nual convention, we send our best wishes 
and pledge our loyal and undivided sup- 
port.” 

xk Ox 

Earl E. Bay, Wis., 
chairman of the public relations commit- 
tee of the National Association of In- 
surance Agents, recently had published 
a collection of Elizabethan verse. 

He has a large acquaintance with the 
New York literary colony and was the 
central figure in a midnight debate here 
over the merits of James Joyce’s 


Fisk, of Green 


“Ulysses.” 
* * x 
There are several newly married in- 
surance couples here, one of them be- 
ing Mr. and Mrs. H. P. Stellwagen. Mrs. 
Stellwagen was formerly secretary of 
President Jesse S. Phillips of the Great 
American Indemnity. 
* * x 
H. G. McMillan of Knoxville, Tenn., 
after his talk on advertising, was asked 
by the Rhode Island Association what 
percentage of an agent’s income should 


be spent for advertising. It was a diffi- 


cult question which Mr. McMillan 
ducked. 

“Tt all depends on the size of the 
town, character of the newspapers and 
their influence and what the agent wants 
to advertise,” he said. 

The Rhode Island man who asked the 
question gave-an impersonation of a man 
looking up a word in the dictionary and 
not finding it. He sat down thought- 
fully. { 
a ae 

Henry T. Davidson, assistant treas- 
urer of the National Association of In- 
surance Agents, was formerly treasurer 
of the Courier Journal Job Printing Co, 
Ben P. Branham representing that out- 
fit in Chicago, attended this convention, 
the first National Association conven- 
tion he has attended in many years. 

* * x 

The best funny story told at the con- 
vention was that of Charles L. Gandy 
of Birmingham, Ala., who described the 
plight of a drunkard who was told by a 
priest that if he did not mend his ways 
he would be excommunicated. The souse 
found it impossible to reform. The next 
time he met the priest he said: “Father, 
stand aside and let a Protestant pass.” 

- © © 

Charles H. Burras, Chicago, president 
of the National Association of Casualty 
and Surety Agents, made a statement 
in a talk which has attracted attention. 
Some newspapers caught him as saying 
that he was through doing work for 
company organizations and that hereaf- 
ter he would work solely for the agents. 
When seen by a representative of The 
Eastern Underwriter he gave this inter- 
pretation of his talk: 

“The members of the National Asso- 
ciation of Casualty and Surety Agents 
are carrying on the spirit of the acqui- 
sition cost agreement more faithfully 
than are the companies themselves and 
this was especially true of the city of 
Chicago where the surety acquisition 
cost agreement is not being honored as 
it should. 

— tx. 


The convention daily of the Insurance 
Field is being delivered here from Louis- 
ville by airplane. The edition today 
reached the convention hotel within an 
hour after the convention had adjourned 
for the afternoon. This is a remarkable 
newspaper The running 
story of the convention is being written 
by John J. Jasper. Young E. Allison, Jr., 
is attending the makeup in Louisville 
and drives over here from Louisville by 
automobile each afternoon, the airplane 
carrying the papers beating him in 

. ce Oe 

K. V. Rothschile, formerly a well 
known agent is here in his new job as 
district supervisor of the United States 
Casualty, headquarters in Chicago. This 
territory is Illinois, Indiana, Wisconsin, 
Southern Michigan and Minnesota 

ee 

Jack Yost of the Fidelity & Deposit 
is attending the convention with (Mrs. 
Yost. This popular couple is secn at 
many conventions. 

Another well known couple of con- 
vention favorites is Mr. and Mrs. Harry 
L Godshall of Atlantic City. Fred 


achievement. 


Hickman of the same shore resort !5 
also in attendance as is Arnold Kippe, 
former president of the Association. 
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Report of Administration Officers 


(Continued from Page 6) 
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proven when our Five Year Develop- 
ment Plan was brought forth. 


The Five Year Plan 


This plan is described in a separate 
booklet and requires no detailed com- 
ment in this report. The program has 
certain definite aims in view; attain- 
ment under it of the first year’s ob- 
jectives forecasts the final success of the 
entire project, provided the members, 
local boards and state associations con- 
tinue to give the splendid co-operation 
they showed during the year just closed. 

One important purpose of this pro- 
gram is the theme of this Convention, 
“Business Development.” One of the 
first steps in proper business develop- 
ment is that our members know what 
it is costing them to do business. To 
assist in obtaining this information and 
to give the members a monthly picture 
of the financial condition of their agen- 
cies, our Better Business Methods Com- 
mittee recommends the adoption of some 
good agency accounting system. The 
Committee itself has devised a model 
plan, which is being distributed to mem- 
bers only. It has also prepared an an- 
alysis of expense averages compiled from 
questionnaires submitted by member 
agencies of the National Association. 
For the present this analysis will serve 
as a guide to agency costs. 

There are other things that we pro- 
pose for every member. We want to 
see and help him become the best quali- 
fied agent he can be made. We want 
to bring him opportunities to sell more 
insurance. That is the reason why we 
have developed business building aids. 
They help him win his clients’ good- 
will and intrench himself so strongly in 
their favor that they will never think 
of insurance without thinking of him 
The business builders thus far brought 
forth are the Standard Automobile Iden- 
tification Certificate, the policy sticker, 
a program of publicity and advertising, 
proper and continuous use of the em- 
blem cut (“The Sign of Good Insur- 
ance”), and educational and stimulating 
material in the American Agency Bul- 
letin. Just as soon as we can get to 
them additional production helps will be 
developed by the Association itself and 
the Better Business Methods Committee. 
Naturally they are for members only; 
they constitute a policy for which the 
Premium of membership must be paid. 

An important result of our five year 
Program is already discernible; it is a 
gradual rapprochement of companies and 
agents. Whether this is due primarily 
to the program or to natural develop- 
ment, it is not possible to say. We in- 
cline to the belief that our campaign 
has served largely to hasten this atti- 
tude on the part of companies, who can 
entertain no doubts of the sincerity of 
organized agents to give their best 
thousht and effort to a wider distribu- 
tion of indemnity through qualified 
agents, 

Public Relations 

Public relations is a theme with which 
almo { every industry and business is 
conjuring. To no branch is a proper 
relati mship with the public more im- 
bortant than insurance. Long since the 
Natiy ial Association realized this, and 
t started a well-defined program of pub- 
lic r.lations back in 1925. We cannot 


Now set out in detail the work of our 
Committee on Public Relations and Ed- 
Ueation. The point here is that the or- 
fanized agents have recognized their 
duty to insurance, viewed in the larger 
sense of the good of the business as a 
whol’. It must not be forgotten that 
the ;roduction of more business is a 
CONstructive work that at once develops 
ro premiums to the benefit of all in- 
1 


ice and helps the public by provid- 


ing better protection. Public relations 


and business development, therefore, are 
the more intensive Association activities 
that make for insurance and public good, 
while serving to aid the members in 
meeting the new competition. 
Non-Policy-Writing Agents 

Events of the year have brought to 
the fore the question of branch offices 
and non-policy-writing agents.. These 
two matters have become inseparably 
linked, but they are bound to something 
other than one another—the possibility 
of harm to the policy-writing agent. In 
this brief report we could not completely 
review the matter, even if it were neces- 
sary. 

Few questions have ever received more 
extended consideration at the hands of 
th National Association; none offered 
greater difficulties in drafting a state- 
ment of policy or position. But that 
difficult task was accomplished during 
our mid-year meeting last spring at 
Memphis. Your executive committee 
made the statement which was endorsed 
by the meeting of the state officers, the 
resolutions committee and the entire 
convention in the form of a resolution. 
Brietly it opposes vigorously (1) any- 
thing that endangers the business of 
the policy-writing agent; (2) non-poli- 
cy-writing agents; (3) the further exten- 
sion of the producing branch as distin- 
guished from the service office, for the 
reasons that the production branch office 
will lead to higher costs of doing busi- 
ness and poor service to the public and 
has caused the appointment of non-pol- 
icy-writing agents who render no ser- 
vice of value to the business or the pub- 
lic, and (4) the appointment of any class 
of producers except the policy-writing 
agent and the duly licensed solicitor or 
broker. 

One phase of this question is actively 
before us today. It deals with broker- 
age by our members at agency commis- 
sions. It may properly be asked why 
the agent is concerned with the expense 
of the business and why he should not 
be attracted by the offer of commis- 
sions which mean a great immediate 
profit. to him. Our answer is that our 
members have to justify the expense of 
the business to the public and are more 
concerned with permanent economic sta- 
bility than any immediate gain. 

This answer is in accord with the pol- 
icy of the National Association in its 
dealings with companies. We have con- 
sistently requested that greater consider- 
ation be given to the economic stability 
of the business than to temporary per- 
sonal advantages. The advantage gained 
by companies through personal advan- 
tages. The advantage gained by com- 
panies through bank agency and other 
appointments outside the legitimate agen- 
cy field, does not promote economic sta- 
bility. We hope that this position will 
receive the universal recognition by com- 
panies to which it is entitled. 

Branch Office Resolution 


The Memphis resolution may not be 
a final solution of the question of branch 
offices and non-policy-writing agents, 
ner, perhaps, should it be regarded in 
this light, but it provides a basis for 
judgment of what is or is not viewed 
as inimical to the continued welfare of 
the policy-writing agent. It will serve 
to define the attitude that may be taken 
by the National Association toward any 
development of branch offices and the 
appointment of non - policy - writing 
agents. Recognition of the National As- 
sociation’s position has passed the stage 
of mere visability on the horizon. This 
confirms once again the wisdom of the 
test which we apply to any insurance 
practice. That test, by which our posi- 
tion must stand or fall, is contained in 
the question, “Does it serve the public 
interest ?” 


One company organization has taken 
the position that the non-policy-writing 
agent is entitled to less compensation 
than the policy-writing agent. Opinion 
is, of course, divided on the difference 
that should exist in the compensation of 
the two; as to those non-policy-writing 
agents now in existence the National As- 
sociation has declared itself in favor of a 
differential that will permit the policy- 
writing agent to pay his solicitors and 
brokers an equal commission with a fair 
margin of profit above operating costs. 
We cannot see how any fair considera- 
tion of this question can arrive at any 
other conclusion. 

The same declaration that the record- 
ing agent earns and should receive more 
than the non-policy writer has been 
made by a state attorney-general. He 
held that the writing agent does work 
that is done by company offices for the 
non-policy writer, for which he deserves 
greater compensation. Thus our posi- 
tion on the non-policy-writing agent has 
the support of legal authority. But we 
desire least of all to establish our prin- 
ciples or contentions by legal opinion 
of legislative enactments. We want to 
stay within the business, and there ad- 
just these policies. 

Other signs of a day that presages 
understanding in place of misunderstand- 
ing are apparent. Common desires and 
aims may be the flux. It matters not; 
the effect is the important thing. 


Insurance Salesmen 


Formerly it was hard for the agent to 
secure a hearing on sales problems, even 
though he is the salesman of insurance. 
It is not especially easy for him to gain 
a sympathetic ear now. Knowing he is 
right, however, he shows perseverance. 
That strange anomaly, with scarcely a 
parallel in modern business, which en- 
cludes the sales force of insurance from 
consultation with the manufacturing end 
of the business, is doomed. 

The ability of competent insurance 
agents to build their own business is to 
the lasting credit and glory of insurance. 
This is as fine an expression of Ameri- 
canism or the opportunity of the indi- 
vidual to advance himself as can be 
found. They are capable men, who 
shoulder the burden of directing their 
own agencies and the responsibility of 
looking after the local affairs of the com- 
panies. By the ambition they show, the 
energy they use in furthering these joint 
interests, the public spirit they display 
through activity in all forms of civic 
life, they command a position of respect 
and confidence in their communities. 
Thus theirs is an unusual opportunity 
to gain a knowledge of what the pub- 
lic needs and wants. Whatever has 
transpired in the past, it is time that the 
companies utilized the knowledge pos- 
sessed by the agents in all matters af- 
fecting their work. We hope the day is 
soon coming when the agents’ advice 
will be sought; and when it does come 
the business is going to move forward 
more rapidly than ever. 

Closely allied to sales problems is the 
relaying of proper information to the 
agent, to enable him to prepare the pub- 
lic and explain changes that come about 
of necessity. Again the agent ought to 
be consulted in advance. New rules 
and rates cannot be news to him and 
the public simultaneously without harm- 
ful results. To be forewarned is not for 
the agent to be forearmed, except with 
the truth. When he has that his work 
is usually simple. Then, if his opinion 
has been obtained, the reaction of the 
public to new rates and rules will usually 
be favorable. 


The Governor of New York 
Governor Smith of New York, now a 
candidate for the presidency of the 
United States, in his acceptance speech 
last month advanced the idea that “I 


am entirely unwilling to accept the old 
order of things as the best unless and 
until 1 become convinced that it cannot 
be made better. **** Government policy 
should spring from the deliberate ac- 
tion of an informed electorate.” 

We are convinced that the old order 
in insurance of withholding from the 
producer the vital information above 
discussed can be made better; and we 
have an earnest desire that the mem- 
bers of the National Association shall be 
an “informed electorate” in order that 
their association and business policies 
may be framed aright. 


Drastic Actions 


There is another picture, however, that 
is not so pleasant to contemplate. It 
is not national, but it involves a viola- 
tion of a fundamental principle of com- 
pany-agency relationship. No immediate 
solution of the issue is in sight. We 
refer to the drastic action of the Oil 
Association in reducing commissions to 
agents by a rubber stamp notice to 10%, 
placing agents on the same basis ot 
compensation as non-resident brokers. 
What a strange situation this is! A 
company organization that has no con- 
tractual relations with agents, informs 
them that their commissions have been 
cut from 50 to 100%. The excuse ad- 
vanced is that a loss ratio of 89% has 
been encountered since the Oii Associa- 
tion was organized, and that during 1927 
a loss ratio of 127% was suffered. Why 
what should be cared for in the rate 
is being taken out of the compensation 
of agents is incomprehensible. 

Quid Pro Quo 

One is led to wonder even more be- 
cause of the great dependence upon the 
agents by the companies. The local rep- 
resentatives of insurance are the men 
who must handle legislation in the states. 
The great force available to do this 
work is the state association of insur- 
ance agents. Similarly when the com- 
panies have any project which depends 
upon the co-operation of agents for suc- 
cess, the first appeal is invariably made 
to the organized agents. If the com- 
panies and their organizations expect the 
co-operation of members of the National 
Association in the future, it is time that 
arbitrary methods of dealing with agents 
gave way to a more reasonable system. 
It is difficult to say how long under 
such treatment the temper of the agents 
will remain at the even point that insures 
their co-operation. One must marvel 
at the spirit and service of the better 
agents who have refused to be disheart- 
ened by soul-trying experiences. 

As an organization devoted to the 
promotion of good and oppositicn to bad 
practices in the business, it is logical 
for us to support company organiza- 
tions devoted to the same ends. dy 
the co-operation of our members they 
have been made _ possible. sut there 
is grave danger if these organizations 
become so powerful that they summarily 
reduce the commissions of agents. We 
are confronted with a challenge to ou: 
wisdom in permitting these pools to con- 
tinue under these conditicns. Agents are 
always asked to lend their aid in estvb- 
lishing these organizations, and response 
is not lacking to any appeal looking to 
public service. It is hard to make the 
dectrine of reciprocity a one way rule. 
If company organizations expect the 
continued support of organized agents in 
upholding their solidarity, then it must 
be remembered that the principle of 
quid pro quo applies. 


Securing Adjustments Properly 
It appears that a wretched situation in 
‘West Virginia is in process of settle- 
ment, perhaps not to the entire satis- 
faction of companies and agents but at 
least to an extent that permits the busi- 
ness to continue without the disadvan- 
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tages under which it has been laboring 
for some months. The settlement of this 
commission-separation issue means that 
it will not be necessary for the attor- 
ney-general of the state to prosecute 
a suit which he has brought restraining 
companies and agents from making ef- 
fective a contract which the companies 
last December tried unsuccessfully to 
force upon the agents. 

It is unfortunate that this adjustment 
was not made through the principle of 
conference and co-operation before state 
intervention. The threat of an arbitrary 
commission reduction contained in the 
original, now famous green. contract 
brought the state authority into the con- 
troversy, and resulted in much undesir- 
able, distorted, sensational publicity. 


The Casualty Business 

Passing from fire insurance, we find 
in the casualty business another accom- 
plishment which must be chalked up to 
the credit of organized agents. For some 
time they have been bringing the at- 
tention of the companies to the neces- 
sities of small compensation risks. The 
result of this has been a readjustment 
in methods of rate making (in which the 
mutuals participate), whereby the stock 
companies are no longer penalized in 
favor of the mutuals through having to 
accept the small unprofitable risks while 
the larger ones go to the mutuals. 

This action was important and neces- 
sary. It is a grave danger for insur- 
ance companies to refuse to write such 
business as small compensation risks. 
Emplovers are required to carry the cov- 
er. Their opinion of insurance, had it 
longer refused this protection, and the 
possible effects of their unrest, are bet- 
ter left to the imagination, now that pro- 
vision has been made for them. 

Conference and Co-Operation 

The stock of our principle of confer- 
ence and co-operation in the settlement 
of company-agency disputes has taken 
a great jump upward. It was finally 
utilized in connection with the small 
compensation risks, with rebating in the 
bonding business, and with many other 
questions too numerous to mention here. 
Again it has been proven that if both 
sides of a controversy enter into discus- 
sion with fairness and justice of mind, 
as well as the public interest which is 
paramount to that of either of the other 
groups, a settlement of practically any 
difference may be reached. 

Bank of Italy 


Of late months one issue which threat- 
ened and still threatens insurance has 
not been receiving so much attention and 
publicity. That is the effort of the Bank 
of Italy to apply branch banking meth- 
ods to the plan of distributing insurance. 
For the first time, a powerful financial 
institution has asserted its mention of 
engaging in insurance through hundreds 
of its branches and with control of banks 
in other sections of the country through 
a holding corporation. This is the bank 
which threatened, some eight or nine 
years ago, to compete with insurance 
agents, leading to the first statement of 
position by the National Association on 
bank agencies. 

The present compaign of the Califor- 
nia Association against the Bank of 
Italy’s insurance activity has by no 
means been abandoned, even though the 
bank has purchased an insurance com- 
pany. The end is not yet in sight; nei- 
ther is victory, but we believe that the 
California agents will establish the 
righteousness of their contention. 

This leads us once again to call at- 
tention to the manner in which the com- 
panies that have subscribed to the Con- 
ference Agreement are upholding the 
pledge they made with respect to the 
second principle thereof. Many financial 
appointments have been cancelled by 
companies which refuse to be swayed 
by considerations of premium income 


in comparison with the good of the busi- 
ness to which they pledged themselves 
when they accepted the agreement. 


Resident Agency and Qualification Laws 

Two bulwarks upon which an efficient 
agency system rests are the resident 
agency and agency qualification laws. 
This matter was covered in one report 
last year, that of the secretary who 
pointed out the absence of these laws 
from a suggested code of insurance 
drafted by a committee of the American 
Bar Association. The protest was car- 
ried by him on to the very floor of the 
Bar Association convention last year. 

This code has been referred to the 
National Convention of Insurance Com- 
missioners. It, in turn, has appointed 
a committee on the matter and, as late 
as July 21 of this year, the secretary 
addressed a letter to the chairman of 
that committee, pointing out the neces- 
sity of including such laws in any in- 
surance code. We look to the Com- 
missioners who are now considering both 
resident agency and qualification laws, 
for favorable action. 

Links in the Chain 


Our local boards and state associations 
are gaining in strength and influence. 
The number of local boards has been 
largely augmented by new organizations 
during the year. This splendid efficiency 
we welcome under our five year de- 
velopment program. There is a great 
field for them. They are the instrumen- 
talities through which our enlarged pro 
gram will be mainly carried out. It is 
for them in their own localities to give 
attention to the public relations of in- 
surance, to see that our members utilize 
fully the business building aids which 
the National Association has developed 
for them and to take every other ad- 
vantage given by organization to sell the 
public on the qualified service of the 
Association member, in order to build 
a greater volume of business, written 
through our membership. The condition 
that assures the most effective accom- 
plishment of all these ends is co-exten- 
sive or 100% membership in state and 
National Association of all eligible lo- 
cal board members. 

Space does not permit us to go into 
details regarding the work of these or- 
ganizations; the question has been cov- 
ered many times. It suffices to point 
out that local boards and state associ- 
ations still have and can make for them- 
selves splendid opportunities. 

Insurance and the Public Interest 

Well may the members feel proud of 
what they have accomplished through 
their Association, and of the Five Year 
Development Program which they have 
launched so auspiciously; with such re- 
markable initial success. We have at 
hand stronger means than ever of pre- 
serving unimpaired the American Agen- 
cy System and its service to insurance 
and the public. 

Others in the business may take pleas- 
ure in this. Granted that the companies 
founded the System, they owe it a tre- 
mendous debt of gratitude. Through 
the efforts of agents they have been 
‘able to build themselves to their present 
magnificent proportions. Now agents 
propose to help the companies and them- 
selves by an intense campaign to pro- 
duce more premiums and public good 
will. 

Greatest Membership In Our History 


This report on the National Associa- 
tion’s year’s work would be incomplete 
did we not mention the remarkable in- 
crease in the ranks of the associated 
agents. Who among the agents is not 
proud that our membership is greater 
than it ever has been in the thirty-two 
years of the organization’s existence? 
We have today 11,025 members, com- 
pared with 9,391 a year ago, an increase 
of 1,634 or 17.4%. Whose thought is not 
stimulated by the vision of what this 
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Association is to be in the future? An 
association of insurance agents now at 
the highest point of strength, influence 
and power. An association of men who 
grasp all the needs of insurance in re- 
lation to its public function and strive 
to satisfy them. Not to profit, not to 
self-interest do they look, but to the 
well being of the business and the ex- 
tension of its function. They would pur- 
sue no other end if they could. Com- 
prising a trade association, their joint 
efforts are ever subject to the pitiless 
glare of publicity. 

For more than a quarter century the 
spotlight has been trained on its suc- 
cessful effort to stamp out the-objection- 
able and procure the desirable in insur- 
ance underwriting. Little wonder that 
we again must deplore the necessity of 
taking the Association to the non-mem- 
bers instead of being occupied receiving 
them. There has been a marked trend 
in the latter direction and a considerable 
number of non-members have come to 
us, attracted—as we expected and pre- 
dicted a year ago—by our business build- 
ing aids for members only. These have 
proven to be the magnet that both drew 
the non-members and imbued them with 
a large initial spirit of appreciation for 
the Association which helped them so 
long without their support. During the 
next four years we shall continue to 
strive for a greater membership, in order 
still further to increase our efficiency 
and influence. 


What New Members Are Offered 

All eligible non-members are invited 
to become affiliated with the National 
Association of Insurance Agents, state 
association and local boards. We offer 
them the splendid achievements of the 
past that have made it desirable, if not, 
indeed, possible for them to be in the 
insurance business today. Without the 
principles established through our or- 
ganization, insurance agencies would not 
possess the value they do, if mayhap any 
value at all. We offer them the new 
advantages of business building aids 
which are available to members only. 
We offer them a civic standing in their 
local communities through the work of 
our Fire Prevention and Conservation 
Committee in co-operation with their 
local chambers of commerce. We offer 
them a business development program 
which, if faithfully followed, will lead 
to an ultimate sure, monetary reward. 
We offer them the means of determin- 
ing and maintaining office efficiency. We 
offer them the opportunity, through co- 
operative thought, to approach newspa- 
per men, business men and others with 
the story of insurance; thus the sale of 
insurance will be facilitated. ° 

Numerous avenues of ‘new activity and 
more intense effort are opening up and 
will continue to appear as the National 
Association goes along. It is really a 
glorious vision for the members, but 
much depends upon each individual one. 
In fact he may well be holding in the 
balance of his palm the future of his 
own agency and, in a measure, that of 
the policy-writing agency system. If he 
responds to his duty regret will not be 
his portion. We know that our mem- 
bers will rally to their common welfare, 
and we want them to do so now. 

Need of Enlarged Facilities 

This review of the year’s work, brief 
as it is, shows how greatly the activities 
of organized agents have expanded. 
More and more demands are being made 
upon the National Association, and many 
more things are clamoring to be done. 
Our facilities, therefore, must be en- 
larged as we go along. The result is 
reflected in our financial report for this 
year, which shows greater expenditures, 
but which by careful economies, have 
been kept from mounting higher. For 
some time it has been apparent that it 
would be necessary for the state associ- 


Tells How Chamber of 
Commerce Functions 


CUNNEEN ADDRESSES AGEN’S 





Insurance Dep’t Manager Gives Exc:|- 
lent Summary of Internal Working: 
Of Organization 





Terence F. Cunneen, manager of ‘lie 
insurance department of the Chamber of 
Commerce of the United States, and fuor- 
mer deputy of the New York State /n- 
surance Department, gave a talk Wedies- 
day morning on the functions, insurance 
and otherwise of the chamber of com- 
merce. Mr. Cunneen is a widely popular 
young man, who made a host of friends 
in New York and who has increased ihis 
circle since he went to Washington. 

In his address to the agents Mr. Cun- 
neen told how the chamber of commerce 
is organized internally, how it secures 
nationwide views on matters of vital im- 
portance to the Government and how it 
works to aid the business of insuraice. 
He said in part: 

The executive function of the National 
Chamber is vested in a board of direc- 
tors consisting of 46 members, 3 of 
whom are elective, the remainder acting 
ex-officio. There are four insurance men 
on this board, two of them elected spe- 
cifically as representatives of the insur- 
ance business. In addition to its execu- 
tive and administrative staffs, the work 
of the national chamber is performed 
by eleven service departments, a re- 
search department and a promotional di- 
vision. The service departments are the 
civic development, domestic distribution, 
finance, foreign commerce, manufacture, 
natural resources, transportation and 
communication, agriculture, trade asso- 
ciations, commercial organizations and 
insurance, each of which has a manager 
and a staff to function on problems with- 
in its own field. To assist the staff, each 
service department has an advisory com- 
mittee consisting usually of about fif- 
teen members. The insurance advisory 
committee numbers in its personnel out- 
standing men in all branches of the in- 
surance field, the National Association of 








ations to contribute more to the Nation- 
al Association to permit it to do its 
work unimpeded by financial worries. 
Your officers have been reluctant to take 
the necessary step. Now, however, it 
does not appear that we can longer post- 
pone the time when we shall have to 
ask the state associations to pay a high- 
er base rate for each member carried 
my the National Association. We would 
urge consideration of this question by 
the incoming Executive Committee. 

Great Power For Good Business 

The National Association of Insurance 
Agents has just closed what was prob- 
abiy the most active year of work since 
its organization; it stands today a larger, 
better, more respected and more influ- 
ential association than at any period in 
its thirty-two years’ history as a sta- 
bilizing influence in the business o! i- 
surance. , 

‘This is no idle boast. The con:d:tion 
is shown by the record, admitted by 
many and can be demcnstratcd casuy 
to ail open, fair-minded men. ‘this re- 
port is essentially an exposition, to help 
our members realize how great i the 
power that now lies in their hand. for 
the development of insurance au its 
proper distribution, greater at present 
than ever before, under the Five Year 
Development Program. Its success wil 
eliminate many of the difficulties that 
have burdened us in the past. ‘1 hiere- 
fore we purposely emphasize that !’ro- 
gram in this message. No better rea- 
son for doing this can be found ‘han 
the continued preservation unimpair (| 0! 
the true American Agency Systen: the 
development of a greater volume o! »11SI- 
ness written through our member: the 
opening up of new fields to all wisur- 
ance and the better service of the \m- 
erican insuring public. 
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Insurance Agents being represented on 
this committee by R. 12g DeVan, chair- 
man of your executive committee. 


How Chamber Adopts Policies 


How does the Chamber adopt its poli- 
cics or the principles for which it 
stands? ‘The Chamber is committed to 
a policy only through a referendum sub- 
mitted to its organization members or 
through a resolution adopted at an an- 
nual meeting when duly appointed rep- 
rescntatives of organization members are 
present and voting. A proposition may 
orizinate with the board of directors or 
with an organization member. If an or- 
ganization member desires that a na- 
tional question be considered, it submits 
the proposition to the national chamber 
for the board of directors to determine 
if the subject is national in character, 
timely in importance and general in ap- 
plication to business and industry. The 
matter is then investigated by a repre- 
sentative committee and a report pre- 


the Federal Reserve system are a few 
of the important problems on the cur- 
rent program of the national chamber. 

The chamber has always been opposed 
to the government encroaching in busi- 
ness which can well be undertaken by 
private initiative. 

Insurance Activities 

Insurance has always been a leader 
in teamplay. The insurance world comes 
in contact with every form of business 
and must necessarily know the problems 
of each business or trade in order to 
furnish its protection. The manufac- 
turer requires fire and liability insur- 
ance, workmen’s compensation coverage, 
group insurance as well as other forms 
of protection; the financial organization 


looks to insurance to protect it in the. 


extension of credit, to guarantee its 
bonds and to furnish fidelity and surety 
coverage; the farmer may require live- 
stock and crop insurance; the marine 
merchant demands cargo and hull pro- 





Barber Urges Agents 
To Write Aviation 


RAPID PREMIUM 


INCREASES 
Noted Aviation Underwriter Says Trend 
of Air Insurance Rates Is Steadily 
Downward; Praises Gov’t. 


One of the most interesting papers de- 
livered at the convention was that of 
Horatio Barber, nationally known avia- 
tion underwriter and member of Barber 
& Baldwin, Inc., of New York, under- 
writers, delivered at the Thursday after- 
noon session on airplane coverage. He 
stressed three big points, namely, that this 
form of insurance ts one which local 
agents will do well to develop, that the 
present rates are high but are coming 
down, and that aviation coverage is in- 
creasing with such great rapidity that it ts 
destined to become one of the major 








paid high tribute to the Government policy 
of aiding commercial aviation in this 
country. His talk follows in part: 

Before plunging into my subject of 
aviation insurance, I wish to pay my re- 
spects to the prime mover of successful 
commercial aviation in this country. I 
refer to the Federal Government, but 
for whose wise and far-sighted policy 
commercial aviation and aviation insur- 
ance would be hardly important enough 
to merit the consideration of this large 
gathering of busy men. 

The policy of the Federal Government, 
unlike the policies of most foreign gov- 
ernments who have supported aviation 
by direct subsidies, has been to avoid 
artificial stimulation and growth and to 
support American commercial aviation, 
firstly, by showing through its Post Of- 
fice Airways how successfully it can be 
done, and by then handing over the air 
mail routes to civilian contractors; and, 
furthermore, supporting commercial avi- 





‘ : forms of protection in the future. ation in general by the provision of air- 
sented. The report is submitted to the Aviation insurance in a wide variety of POTS. lighting systems, etc., and by set- 
board of directors and the board pre- covers is available to the purchaser, Mr. ting up regulations designed to keep 
sents the question or questions to the Barber said. Because of its growth in commercial aviation within reasonable 
| organization membership. When the this country in recent years Mr. Barber limits of safety. 
proposition is submitted, arguments in has been able to build up all American Tribute to MacCracken 
opposition are prepared by the research reinsurance facilities to meet the enormous It is acknowledged by all interests that 
3 department of the chamber. The com- catastrophe hazards involved. the execution of that policy through Mr. 
. mittee recommendations appear = the At the outset of his address Mr. Barber \MacCracken and his able staff has been 
j left hand page and the arguments in op- extraordinarily successful and that by 
i position appear on the right hand p2ge. no other means could American commer- 
P Ballots are also distributed. The refer- of the Blaine-Underhill bill was largely cial aviation have arrived in such a short 
k endum pamphlet, together with a report due to fine teamwork between the busi- time at its present remarkable and suc- 
d of the vote, are, at the proper time, sub- ness men of the District of Columbia cessful state of development. 
i mitted to the appropriate Congressional casualty insurance men and the national It has been my task since the year 
a committees or possibly to each member chamber. 1912 to provide the various coverages 
e of the Senate and the House, the Cabi- The subject of compulsory automobile and large indemnities required and, de- 
1, net officers and the President. insurance is of national interest. Al- spite any statements to the contrary, 
°, In the setup of the national chamber though Massachusetts is the only state full and adequate insurance protection 
d there is a resolutions and referenda de- which has enacted a compulsory automo- - has been available since that year and 
& partment. It is the function of that de- bile insurance law, there is considerable at steadily decreasing rates of premium. 
d partment to follow all propositions to demand from some sources for it in The task has not been a light one, as 
2% which the national chamber is commit- other states. The national chamber sup- I think you will appreciate when you 
& ted and use every legitimate effort to ports the principle that compulsory auto- have heard me through. 
h make them effective. Since the organi- mobile insurance will not afford the My loss ratio over a long period tells 
be zation of the national chamber in 1912, proper remedy for the situation. The me that the rates are not too high; but 
I- there have been submitted to the mem- correctness of its position is borne out at the same time I agree most thorough- 
ry bers 52 referenda, the last on that im- in the recent experience in Massachu- ly that means should be taken to reduce 
t- portant issue of agriculture, and there setts: The national chamber has suc- them. I have held always: that opinion, 
LB have been adopted more than 300 resolu- bias Photo by Harris & Ewing cessfully co-operated with other organi- and the largest part of my work for 
of tions. To date more than 75% of the TERENCE F. CUNNEEN zations in opposing the enactment of sixteen years has been to bring the rates 
= commitments of the chamber have been such legislation in other states as well © down. When I opened my office in New 
ine enacted into law or made effective tection ; and now the holder of patent as the District of Columbia and the in- York nearly seven years ago, there were 
ts through rules and regulations of fed- rights looks to insurance for protection surance department is now studying the some seven leading insurance companies 
nn eral departments or bureaus. against infringement. With the devel- results and experience of the Massachu- supplying aviation insurances and they 
ae 1,600 I 5 Cimon opment of aircraft, the aeronautical com- setts law as well as the «financial re- were doing it in the way customary in 
rm ; ; pany as well as the aviator is also look- sponsibility. laws adopted by some of various other lines of insurance that is 
ss It is estimated that at an average ing to insurance for protection. No vast the New England states. to say-—by holding covered on. binder, 
to session of Congress over 20,000 bills are building or business program can be car- Uniform Motor Vehicle Code often fixing rates and negotiating spe- 
h- submitted. How can a Senator or Rep- ried on without the protecting arm of The chamber has encouraged the pas- cial policy conditions after holding cov- 
#1 resentative be intelligently informed on the insurance institution. sage of the uniform motor vehicle code ered, giving up to sixty days’ credit and 
id 20,000 bills? Yet that is what he sy Dea The primary objective of the insur- sponsored by the National Conference taking over the counter risks meeting 
by pected to do. Business — _ _ ance department of the national cham- on Street and Highway Safety. It has certain standards set up by a bureau 

an effective organization through which ber is to give the insurance policyholder, been demonstrated that where this code supported by all the companies. 

they can express their views to their as represented by the business men of or similar legislation has been passed, Rate Reductions Continued 
ice legge ag In nearly all er the country, a better understanding of the automobile accident record has great- It is one thing to acquire business and 
ob- Senators and Representatives only -. the principles of insurance and the insti- ly improved. quite another thing to avoid loss. How- 
nce _ the facts and upon knowing wn * tution which carries on the business. At Several years ago the national cham- ever, I made it pay and have continued 
rer, vote accordingly. be oe “I the same time the department is in a ber adopted the principle that special in- to make it pay; and, moreover, I have 
ety Fc in _ membership a homie position to convey to the insurance busi- surance taxes should be reduced to the managed to get the rates down still 
in ‘cade senainliee, sereuitinn aaa ness the viewpoint of the policyholder total in each state which will adequately farther, so that at the beginning of this 
ta- dettying mantvecdie Gt aan Me con- Ww le sof of particular mutual interest. pay for the state’s departmental super- year they were, on the average, some 
a de mihyecad ’ e have found that business men deep- vision and that a uniform principle of 40% less than at the beginning of 1922. 

porations, firms and individuals. ly appreciate the service which insurance taxing the holders of insurance should You will be interested, I think, to hear 
ion Always the national chamber stands renders to them and are quick to re- be adopted in all the states. For the how I accomplished that first cut of 
he for self-regulation in business as con- spond to its aid when matters arise which past five years the Insurance Department 25% and at the same time avoided loss. 
suiy trasted with excessive governmental con- are prejudicial both to the companies and has made an annual survey of special It was quite simple. I issued no binder 
ak trol, recognizing at the same time that to their own interests as policyholders. insurance taxes imposed upon_policy- until conditions and rates were agreed. 
rel if business is to develop it must be con- One of our foremost activities is to keep holders in all states. The tendency is to I did a cash business. I protected the 
the ducted honestly and for the best inter- our membership informed when propos- increase insurance taxes and fees while insurers against short period concentrat- 
for ests of the public. At its recent annual als of an inimical nature are advanced, the percentage spent for service to pol- ed risks under long period policies sub- 
its meei'ng, the National Chamber adopted particularly in the various state legisla- icyholders has _ generally decreased. ject to early cancellation, by stipulating 
sent a resolution on the responsibilities of — tures. The department also assists busi- From data compiled by the Insurance an adequate minimum premium. It may 
mes business, in which it was stated that ness men in reducing losses through na- Department, it has been shown that dur- occur to you that point might be well 
will Chief among such responsibilities is that tion-wide fire prevention and health cam- ing the year 1926 $80,000,000 was collect- met by the operation of the standard 
that of pi rging business of all those who in- _paigns which it is undertaking. ; ed for special insurance taxes but less | short rate table, but I have found that 
Te dulg: in commercial and political cor- Insurance has not escaped the serious than four per cent. of this sum was used the standard short rate table will not 
FF iy Tuption and through resort to unclean possibility of encroachment by the fed- in the operation of the state insurance work always satisfactorily where very 
reas i worthy practices bring business in- © eral government. At the last session of departments to serve policvholders, the short period concentrated aviation risks 
panel 0 disrepute and shock the sensibilities Congress a bill was introduced to create balance of the taxes so collected going are concerned. 
a of all decent citizens. The chamber de- a monopolistic federal workmen's com- into the general revenue fund of the I wrote every risk facultatively, rat- 
the clares that the moral turpitude of cor- pensation fund for the District of Colum- states to which policvholders had al- ing it on its merits; and I employed 
ake rupte rs of public servants is even great- bia. The national chamber, in co-opera- ready contributed in the form of other considerable severity of selection, refus- 
ra ef than that of those whom they de- tion with local business men’s organiza- taxes. A recent investigation by the ing unreasonable risks but going out of 
“ — ; ; tions, opposed the measure with the re- National Chamber has disclosed that no my way to meet the requirements of 
nell he merchant marine, postal service, sult that a satisfactory bill known as the less than eight per cent. of all taxes sound, well-intentioned 





Water power, taxation, Cuban parcel post, 
tailrcad consolidation, agriculture and 


Blaine-Underhill bill was 


passed and 
signed by the President. 


The success 


collected are derived from the insurance 
business. 


applicants for 


insurance. Lastly, I operated under a 


system of technical inspection carried 
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out by well-qualified men situated at va- 
rious points throughout the country, each 
man acting under my direct supervision 
and not working under a set of stand- 
ard rules. 

By persisting in those methods, I have 
been enabied to secure a steady decrease 
in rates and, at the same time, to pro- 
duce results sufficiently satisfactory to 
enable the building up of all-American 
reinsurance facilities to meet the enor- 
mous catastrophe hazards involved. 

\rising out of that, I think you will 
be interested to hear that at the be- 
ginning of this year, while the total pre- 
mium income available from all sources 
was no more than a comparatively small 
fraction of that liability per aircraft, it 
was then, and is now, possible to se- 
cure, in respect to various aircraft, in- 
surance including collision, fire, theft, 
public and passenger liability and prop- 
erty damage at lower rates than in the 
case of various automobile risks. 

| think we may be assured of a steady 
decrease in rates and generally im- 
proved policy conditions if the situation 
is not upset by insurers becoming daz- 
zied by the glamor of the air and plung- 
ing in with open binders and long credit 
to all and sundry, inadequate inspec- 
tional service and queer, impracticable 
systems of levying rates of premium. 

What I have said so far arises out 
of the point of view of the aircraft op- 
erators, whose cry is for lower rates. I 
would stress the importance to them of 
considering also other quite as impor- 


tant factors such as security, perma- 
nence, steadiness of rates and _ intelli- 
gent, helpful service—such service as 


can be rendered by you gentlemen, as I 
will explain later on. 


Position of Insurers 


The point of view of the insurers 
whom 1 know best is compounded of 
patriotism, the desire to render service 
and, some way in the background, the 
natural wish to be in receipt, at some 
time in the future, of a volume of pre- 
mium income which will not show a 
loss. 

The position of the insurers is fraught 
with an unusual number of difficulties: 

Firstly, the preparation of the policy 
forms which must cover a great many 
lines, each one presenting problems and 
peculiarities unknown in other forms of 
insurance. Those lines include various 
forms of fire coverage, collision, con- 
structive total loss, tornado and theft, up 
to a limit at this moment of seventy- 
thousand dollars per consignment; cargo 
liability up to two hundred fifty thou- 
sand dollars per aircraft; public liability 
up to one hundred thousand dollars per 
aircraft; passenger liability up to five 
hundred thousand dollars per aircraft; 
property damage up to one hundred 
thousand dollars per aircraft; damage to 
ground property up to one hundred mil- 
lion dollars per location; personal acci- 
dent up to three hundred thousand dol- 
lars any one person; airport and airmeet 
liability up to two hundred fifty thou- 
sand dollars any one airport or meeting; 
not to speak of compensation and vari- 
ous contingent . liability risks arising 
constantly. I may add that the demand 
for higher limits of indemnity is growing 
every day and must be met if satisfac- 
tory service is to be rendered. It will 
be met if the situation remains undis- 
turbed by violent or _ ill-considered 
methods. 

Secondiy, the difficulty presented by 
extremely rapid changes in the nature 
of the hazards arising from the rapid 
march of development in aviation, new 
types of aircraft and engines, changes in 
the quality of flying by the thousands 
of new and differently trained pilots, 
new uses for aircraft.and various other 
underwriting factors. That situation re- 
sults in a policy form standardized today 
being out of date tomorrow. That ne- 
cessitates lengthy endorsements amend- 
ing almost every policy to meet require- 
ments. That, in turn, demands the con- 
stant and very heavy work of experi- 


enced underwriters properly qualified to 
construct, at a moment’s notice, amend- 
ments of the standard forms covering 
the long list of different coverages in- 
volved. 

Thirdly, the difficulty of satisfying 
agents accustomed to standardized, non- 
facultative business, holding covered on 
binder, long credit, and so forth. 

Fourthly, the difficulty and expense 
also of providing well-qualified head of- 
fice correspondents capable of adequate- 
ly informing agents by mail in respect 
to the many points they raise and ca- 
pable of helping them to render that 
intelligent service and co-operation to 


the applicants for insurance without 
which the position of the agent is an 
impossible one. . 


Fifthly, the difficulty of arranging for 
the technical field inspections of pilots, 
aircraft, maintenance and _ operational 
managements, without which it is, in my 
opinion and experience, impossible to do 
the business at rates which the aircraft 
operators will pay. 


Advice to the Agent 


Despite those formidable difficulties, 
all the aviation insurances demanded are 
available, prompt service to agents and 
the public is being rendered and rates 
are decreasing. It is to be hoped that 
situation will not be greatly disturbed 
by an excessive eagerness to jump in off 
the deep end and to experiment rashly. 

The point of view of the agent, or, 
at any rate, a great many agents I have 
come in contact with, is that aviation 
insurance is a side line, a nuisance, and 
a line which cannot be handled satis- 
factorily because of its highly faculta- 
tive nature and also because of the 
agency conditions which experienced in- 
surers find necessary; those conditions 
being no holding covered on_ binder, 
submission of the risks in precise and 
thorough form, agreement of rates and 
conditions before binding, and so forth. 

I will tell you how agents, some with 
accounts already over six figures, have 
accomplished their results despite the 
fact that most of them tackled aviation 
no more than about a year ago. 


First of all, they scraped the terms 
“Side Line” and “Nuisance” and they 
found before long that while the busi- 
ness, compared with other lines, is 
spread verye thinly over the country, it 
has a remarkable way of thickening here 
and there almost overnight and provid- 
ing a rich field for endeavor. 

Secondly, they made a real study of 
the forms of coverage and underwriting 
methods, corresponding with the under- 
writer on points not clear and even, in 
some cases, traveling thousands of miles 
to discuss with him thoroughly the op- 
eration of the business. 

At the same time, they read a few 
simple elementary books on aviation, and 
the aviation magazines, joined the local 
chapter of the National Aeronautical As- 
sociation, or other organization support- 
ing aviation, got the aero language into 
their heads and then visited the local 
flying fields and acquired the aviation 
atmosphere and requirements by per- 
sonal contact with air operators, pilots 
and others. 


After that, there has been no holding 
them. 





Oil Association 
Manager Confers 
With Agents 


West Baden, Sept. 18—Manager Car- 
michael, of the Oil Insurance Associa- 
tion, and officers of the National Asso- 
ciation are in a conference regarding 
the relations of that association and the 
insurance agents of the country. Re- 
cently the Oil Association cut the com- 


missions of agents. 


Calls Business Cursed 
By Loss Departments 


DESTROY PUBLIC CONFIDENCE 





Editor Griswold of Chicago “Journal of 
Commerce” Says Adjusters Kill 


Good Public Relations 





One address before the convention no- 
table for its omission of sugar-coated 
platitudes about the glory of insurance 
and frank in its criticism of several fea- 
tures was that of Glenn Griswold, editor 
of the Chicago “Journal of Commerce,” 
who spoke on “A Better Public Policy.” 
At the outset of his speeeh Mr. Griswold 
said that the insurance business today 
stands in greater need of a better public 
policy than any business he knows of, 
especially because of conditions peculiar 
to imsurance which he believes will be 
seriously aggravated during the next few 
years. 

After telling of the need of educating 
the public in the fundamentals of insur- 
ance so that radical experiments like those 
being carried on in Massachusetts, Mis- 
souri, Kansas and a few other places, 
will not become the general thing, Mr. 
Griswold declared that insurance must 
clean house itself in order to gain pub- 
lic confidence. “I venture the suggestion,” 
he said, “that the insurance business gen- 
erally is cursed by its claims departments.” 
In that department he claims the public 
confidence created elsewhere is destroyed 
in the contact between the public and 
adjusters. 

Speaking on a better public policy Mr. 
Griswold said in part: 


In recent years a very large number 
of insurance companies have been 
formed to give a new kind of com- 
petition. Many of them were promoted 
in comparative honesty, were soundly 
and amply financed, had a large paid-in 
surplus, and are prepared to meet their 
losses and set up their reserves while 
they are growing. This probably means 
that competition in the business will be 
keener than ever before. But if the 
business as a whole is to prosper it must 
find new markets; and that means edu- 
cating the public and creating public 
confidence in a way that never has been 
attempted before. 

Many Forms Not Understood 

Little is done to make the public un- 
derstand what insurance is or to create 
new markets for the insurance salesman 
by general education and appeal. There 
are many forms of insurance that are 
not understood by one out of one hun- 
dred of those who should be _ logical 
users of it. How many business men 
understand use and occupancy insur- 
ance? What proportion of business 
which ought to be protected by this sort 
of insurance is so protected? The an- 
swer is obvious. The same thing. is 


‘true of many forms of casualty insur- 


ance, and it is true in the surety field. 

It would seem then, as a measure of 
protection against the sort of things 
that are happening in Massachusetts and 
Kentucky today, against the sort of 
things that have happened in the past, 
when public opinion arose to scourge the 
banks, the railroads, the utilities—that a 
better public policy should be devised 
and pursued by the insurance business. 
And it would seem that as the founda- 
tion stone on which new business is to 
be created and bitter competition in the 
industry is to be satiated, a better pub- 
lic policy commends itself to the busi- 
ness. 

But I would offer the suggestion and- 
the warning that while time and money 
are being spent teaching the public the 
merit and the uses of insurance, and con- 
vincing it of the soundness and the in- 
tegrity of the business, an equal amount 
of time must be devoted to making sure 
that the business is just as sound, just 
as fair as the public is asked to be- 
lieve it is. In this direction there is 


—— 


much to be done, and it seems to me 
that more should be done immediately, 
Attack on Claim Dep'’ts. 

Speaking purely as an outsider whose 
knowledge of insurance arises out of a 
few modest transactions with insurance 
companies and a few years’ spent in 
watching the business for the news in- 
terest that it contains, I venture the 
suggestion that the insurance business 
generally is cursed by its claims depart- 
ments. In that department there is reg- 
ularly and systematically destroyed a 
very considerable part of the public con- 
fidence and good will that are created 
by able executives and competent s:les- 
men. 

I know there are exceptions to the 
rule: there are a few companies known 
to all of us whose claims departments 
and whose administrative policy with 
reference to claims might be commended 
to the whole business as models, but 
generally speaking the attitude and con- 
duct of the claims departments in their 
public contacts are bad. 

Because an adjuster is frequently con- 
fronted with a fraudulent claim, he too 
often conducts himself as if he believed 
all claims were fraudulent until proved 
otherwise. And almost always in its 
contact with this department, the pub- 
lic is impressed with the idea that the 
end is not justice but compromise. Too 
often the man whose claim is wholly 
just and entirely fair, is asked and in- 
duced or forced to take something less 
than simple justice dictates, because it 
is always argued that there are two 
sides to a story. On the other hand, 
he knows out of his own experience and 
that of his friends that very often a 
claim which is palpably unreasonable 
and unjust if not fraudulent is settled 
for some fraction of what is asked be- 
cause that seems the cheapest and the 
easiest way out. 

And little by little the public comes 
to believe that it is too generally the 
philosophy of the business that there is 
to be compromise between companies; 
that what is lost in one settlement is 
gained in another; and that the deci- 
sions too seldom rest solely on the sim- 
ple question of what is right and honest. 


Claimants Suspect Companies 
This is not to charge that the aver- 
age insurance company, or any success- 
ful and reputable insurance company, is 
deliberately dishonest. It is simply to 
say that the methods and policies of 
too many claims departments seem to 
me to have been such that they do not 
inspire public confidence, but on the con- 
trary give the public the impression that 
compromise rather than simple justice 
is the rule; that frauds are not suffi- 
ciently resisted nor sufficiently punished; 
that the claimant is generally under sus- 
picion and is called upon in self defense 
to ask for more than he expects to get 
if he is to get what is due him. 

A better public policy, then, would 
seem to be, first, to make sure that in a 
greater degree than heretofore, simple 
justice is the one test of liability in the 
settlement of claims; that fair and hon- 
est claims are paid to the full extent of 
liability; that fraudulent claims are com- 
pletely rejected and those perpetrating 
them are vigorously prosecuted without 
exception; and that the only losses suf- 
fered by companies and effective in the 
determination of insurance rates are the 
losses which are not rejected by such 
a code of ethics. 

Second, to use every legitimate and 
economical avenue of publicity to con- 
vince the public that such standar«'s pre- 


vail and are adhered to. Third, °° ex 
plain insurance to the public an: sive 
the salesman a chance to talk to pros- 
pects who know what they are |vyie 
and why they are buying it. Four ‘h, to 
create a public interest and a publi: con- 


cern for the welfare of the insvrance 

: ; aie 
business as a whole, and one’s ow" 1 
surance company in particular, just, 4 


the railroads and utilities are creatims 
t on 


such a concern and such an inter 
the part of the public. 
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